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Finance Committee’s Modification 
Of Treasury Keogh Alternate Given 


WASHINGTON—A bill representing 
the Treasury’s alternative to H.R. 10 
(Keogh bill), as modified by the 
Senate finance committee, was slated 
to be reported late this week by the 
committee, according to a committee 
news release. 

Most of the news.release was a 14- 
point summary of the principal provi- 
sions of the Treasury’s alternative, to- 
gether with a point-by-point list of 
modifications thereof made by the 
finance committee. Eight of the four- 
teen points are unchanged. Following is 
the committee’s summary of the Treas- 
ury’s alternative, each point being fol- 
lowed by finance committee modifica- 
tions, if any: 


“1, Inclusion of self-employed in 


qualified plans: Self-employed indivi- 
duals would be allowed to be covered 
by qualified pension, annuity and 
profit-sharing plans. To get coverage 
for themselves they would have to es- 
tablish non-discriminatory plans for 
their employes, if any. As under pre- 
sent law, such plans could exclude 
employes who have worked for any 
period of less than five years and tem- 
porary and seasonal employes. A non- 
discriminatory plan could cover only 
salaried employes, or under certain cir- 
cumstances, cover only certain depart- 
ments or operations of a business.” 
Senate finance committee modifica- 
tion: “Plans covering either a self- 
employed individual or corporate own- 
er with a more than 10% interest in the 


business may not exclude employes for 
more than three years. This change 
would be effective immediately for 
such new plans, but would not affect 
existing corporate owner-manager 
plans until Jan. 1, 1964.” 

“2. Earned income: A self-employed 
individual could be covered under a 
plan only in years in which he has 
income from personal services, and the 
deductions would be based on earned 
income. Where income from capital 
is a material income-producing factor, 
the earned income of the self-employed 
individual would be presumed to be 
not more than 30% of the income of 
the trade or business.” 

SFC modification: “Agreed to de- 


(CONTINUED ON PAGE 24) 





Health Insurance 
Needs Are Equal 
To Life: Osler 


Integrated programing of life and 
health insurance is essential to pro- 
tect families when the breadwinner 
becomes physically or economically 
dead, said Robert W. Osler, president 
of Underwriters National, at the an- 
nual convention at Chicago of Inter- 
national Assn. of A&H Underwriters. 


Don’t Realize Potential 


Agents don’t know what a poor job 
they are doing until they realize what 
can be done when they integrate life 
and health programing, he said. ‘The 
biggest mistake being made is the 
presentation of life and health insur- 
ance as two different things. When 
you do, you emphasize one at the ex- 
pense of the other, and there are no 
priorities as between life and health 
coverages—no priorities because they 
are equal to each other.” 

The basic problem confronting fam- 
ily security is not death nor disabil- 
ity, but rather loss of income. “What 
causes the loss makes no earthly dif- 
ference in the economic result,” he 
declared. 


Lists Income Needs 


In enumerating the income needs 
when a man dies, he led off with the 
clean-up fund, remarking that “It is 
impossible to set up a sound clean-up 
fund with life insurance alone.” The 
first expenses are usually for funeral, 
lot and marker, but there are usually 
unknown bills, too. Since most men 
don’t die instantly, they create addi- 
tional expenses of doctors, nurses, 
drugs and hospitalization. These ex- 
penses are always unknown and can- 
not be handled with a fixed fund. 
Therefore, medical expense coverage 
Is needed. 

If a man has a mortgage life policy, 
he said, it is only logical that he should 
have mortgage health protection. “Are 
you going to stand there and say to 
the man, ‘If you die, I’ll take care of 
your house; but if you live but can’t 

(CONTINUED ON PAGE 28) 





NALU, LIAMA Survey 
More Than 5,500 Agents 


More than 5,500 members of NALU 
local associations have been asked to 
express their opinions on a number of 
important topics and trends in the life 
insurance business through the third 
annual survey sponsored by NALU 
and LIAMA. Approximately one out of 
every 15 NALU members has been 
surveyed with a mailed questionnaire. 

According to Lester O. Schriver, 
NALU executive vice-president, and 
J. Harry Wood, managing director of 
LIAMA, the questionnaires will be 
tabulated by LIAMA’s research divi- 
sion and LIAMA personnel will be the 
only persons to see the individual 
replies. 


Established In 1958 


The NALU-LIAMA survey of agent 
opinion was established in 1958 to 
provide a current source of information 
on the reactions of a large segment of 
the field force to major developments 
taking place within the business and 
to provide information on how field 
opinion changes in response to devel- 
opments within the industry and the 
national economy. 

In general, last year’s survey showed 
that field men remained critical of 
companies for not doing more to re- 
duce agent turnover and for emphasiz- 
ing volume to the detriment of quality. 
In addition, the respondents felt 
strongly that the spread of group 
coverage and increases in group limits 
are detrimental to the public and to 
themselves. 


Ohio Life Underwriters 


Elect Wellman President 


Ohio Assn. of Life Underwriters has 
elected Gilbert J. Wellman, Lima, 
president succeeding Samual S. Loyer, 
Columbus. Vice-presidents named 
were William C. Anderson, Ports- 
mouth; Charles H. Campbell, Ashland; 
David F. Good, Akron; Robert E. Holli- 
day, Marion, and William A. White, 
Springfield. W. W. Forker, Zanesville, 
was named secretary-treasurer. 


Premium Payment 
Test Upheld By 


Supreme Court 

WASHINGTON—The so-called pre- 
mium-payment test for estate tax lia- 
bility on life insurance proceeds was 
upheld this week by the Supreme 
Court, reversing federal trial and ap- 
pellate court decisions. The provision 
was in the 1939 revenue code but was 
repealed in the 1954 code. 

Manufacturers Bank of Detroit, as 
estate executor, contended that the tax 
was a direct tax on property of which 
the taxpayer had divested himself of 
all incidents of ownership, even though 
he continued to pay premiums until his 
death in 1954. The Supreme Court held 
that the estate tax imposed was not a 
direct tax within the meaning of the 
constitution. 


‘other congressmen 


One-Hour House 


Debate Looms On 
NSLI Reopening 


Hope Is That Rep. Teague, 
Veterans Affairs Chairman, 
Can Rally More Opponents 


WASHINGTON—It looks as if the 
fate of Sen. Long’s proposal, already 
passed by the Senate, for the reopen- 
ing of the sale of National Service life 
insurance will hang on the effective- 
ness of supporters and opponents in 
the one-hour House floor debate that 
it is understood Chairman Teague of 
the House veterans affairs committee 
will request. 

Rep. Teague is strongly against the 
Long proposal, which has been tacked 
onto a bill providing for some NSLI 
conversion rights to which the life in- 
surance business is not objecting. He 
is expected to lead off the debate with 
an expression of his opposition. The 
hope of NALU and other opponents of 
the Long amendment is that Mr. 
Teague will have strong backing by 
in speaking out 
against the proposal. 


Reasons For Debate 


It may seem strange that Rep. 
Teague would ask for a debate when 
on the previous three occasions the 
Long proposal has been before the 
House Mr. Teague simply recommend- 
ed against its passage and it was de- 
feated in a fairly routine manner. The 


reason is that following the last pre-_ 


vious defeat of the Long amendment, 

Mr. Teague assured Sen. Long that 

the next time the matter came up he 
(CONTINUED ON PAGE 28) 








Life, discovers that Sandra Kresge is too shy and her sister, Dawn, too interest- 
ed in her lollipop to speak into the home office intercom system during the 


company’s first family day program. 


Mr. and Mrs. Zimmerman greeted a 


large percentage of the 3,500 employes and guests who attended the affair, 
which featured colorful displays in every department, tours, entertainment 


and refreshments. 
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Text Of Reversal Of Tax Exemption For 
Commission On Agent's Policy Is Given 


Here is the text of the opinion of 
the fifth circuit court of appeals re- 
versing the tax court’s decision in 
Commissioner vs Minzer that an agent 
was not liable for income tax on com- 
missions for a policy that he bought 
on his own life. The decision was re- 
ported briefly in last week’s issue. 
The judges were split 2-1. 

We are here concerned with the 
liability of Sol Minzer and Adele Min- 
zer, his wife, for a federal income 
tax deficiency for the year 1954. The 
transactions from which the contro- 
versy stems were. those of Sol Minzer 
and he will be referred to as the tax- 
payer. No issues of fact are presented. 

In 1954 the taxpayer was an in- 
surance agent or broker. During that 
year he procured or kept in force 
policies of insurance upon his life. 
As a representative of the insurance 
companies which had issued the pol- 
icies he became entitled to commis- 
sions on the policies to the same ex- 
tent as though the insurance had been 
on the life of someone else. 


Didn’t Report Commissions 


He received the commissions, or the 
benefit of them, upon these policies 
on his own life either by remitting 
the premiums, less commissions, to 
the companies, or by remitting the 
premiums in their entirety and re- 
ceiving back from the companies their 
checks to him for the amounts of the 
commissions. The taxpayer did not 
include these commissions as taxable 
income in his return for 1954. 

The commissioner of internal rev- 
enue recomputed the tax by the in- 
clusion of the commissions as income 
and made a deficiency determination. 
The tax court held for the taxpayer. 
31 T.C. 1130. Seven judges dissented. 
The commissioner brings the case to 
us for review. 


Reluctant To Apply Rulings 


The tax court or those of the court 
who subscribed to the _ prevailing 
opinion placed their decision upon 
the narrow ground that the taxpayer 
was a broker and not an employe and 
hence the transactions were outside 
the terms of income tax regulations 
section 61.2(d)2'. In the prevailing 
opinion of the tax court, an unwill- 
ingness is expressed to apply the 
prior administrative rulings’ holding 
that commissions received or retained 
by a life insurance agent on policies 
upon his own iife are income to the 


agent. This ruling would have been 
followed by the tax court if it had 
found an employer-employe relation- 
ship between the insurance compan- 
ies and the taxpayer. 

The contract between one of the 
insurance companies, Western States 
Life Ins. Co., is designated as an agen- 
cy contract and the taxpayer is there- 
in referred to as “the agent.” The 
contract with the other company, 
Occidental Life Ins. Co., is called a 
brokerage agreement. In both con- 
tracts the taxpayer was authorized 
to solicit and submit applications for 
life insurance and in each contract 
the percentage of premiums which 
the taxpayer should receive as com- 
missions was specified. 


Calls Relationships The Same 


The relationships created by the 
contracts were substantially the same. 
It does not seem to us that the tax 
incidence is dependent upon the tag 
with which the parties label the con- 
nection between them. The agent or 
broker, or by whatever name he may 
be called, is to receive or retain a 
percentage of the premiums on pol- 
icies procured by him, called com- 
missions, as compensation for his ser- 
vice to the company in obtaining the 
particular business for it. 

The service rendered to the com- 
pany, for which it was required 
to compensate him, was no different 

(CONTINUED ON PAGE 30) 


O. State Life Takes 
Columbus Mut. Case 
To U.S. Supreme Court 


Ohio State Life has filed for a hear- 
ing with U. S. Supreme Court to hear 
the case in which it is seeking to 
change the charter of Columbus Mu- 





tual Life, which has a $19 million 
surplus. 
Attorneys for Columbus Mutual 


policyholders, who claim the surplus 
is theirs, will fight the petition. U. S. 
District Judge Underwood ruled Dec. 
4, 1958 that the surplus is the prop- 
erty of Columbus Mutual policyholders, 
and enjoined Ohio State Life from 
making the proposed charter amend- 
ment. 

Ohio State Life purchased 99.94% of 
Columbus Mutual stock in 1956. The 
U. S. Courte of Appeals’ upheld 
Judge Underwood’s ruling on Feb. 8, 
1960 and later denied a rehearing of 
the case. 








Equitable So- 
ciety, through 
Melville P. Dick- 
enson, senior vice- 
president, center, 
presents film cop- 
ies of its television 
series, “Our Amer- 
ican Heritage,” to 
the Library of 
Congress. Receiv- 
ing the films are 
Jennings Wood, 
chief of the li- 
brary’s exchange 
and gift division, 
left, and Robert 
Stevens, coordina- 
tor for the devel- 
opment of collec- 
tions. The 1959-60 
series of telecasts 
over the National 


Broadcasting Co. network covered significant events in the lives of Thomas 


Jefferson, | 
Wendell Hu:: 


'» ‘“hitney, John Charles Fremont, Ulysses S. Grant, Justice Oliver 
fir. and Andrew Carnegie. 





general agent of Fidelity Mutual Life at Tampa, and Solomon Huber, genera] 
agent for Mutual Benefit Life at New York. 


June 18, 1969 


Principals of the 
third annual lif. 
insurance confer. 
ence on estate 
Planning spon. 
sored by the Unj. 
versity of Florida 
and Florida Lif, 
Underwrit. 
ers Assn. get to. 
gether for a group 
photo. From left 
are J. Meyer Pip. 
cus, New York at. 
torney and tax 
consultant; Horace 
S. Smith, associa. 
tion president and 





Pacific Actuaries 
Discuss Tax Law 
At Spring Meeting 


PEBBLE BEACH, CAL.—The ef- 
fects of the new federal tax law on 
the life insurance business are far- 
reaching, but they vary so for differ- 
ent companies that generalizations are 
not possible. This was the conclusion 
arrived at by Charles Dean, Great 
Northwest Life, and Robert C. Tookey, 
Lincoln National Life, at a panel pre- 
sented at the spring meeting here of 
Actuarial Club of the Pacific States. 

Presided over by Louis Garfin, Pa- 
cific Mutual Life, the panel also stated 
that effects felt in some companies 
will include changes in investment 
policies, increase in cost of insurance, 
reconsideration of reserve bases, ac- 
counting methods, and revision in the 
pattern of payment of stockholder div- 
idends. 


Mergers May Result 


The panel suggested that some 
mergers and purchases of blocks of 
business will result from incentives 
associated with the tax law. Some 
companies may find it advisable to 
enter new fields. The group pension 
field is one which may attract the 
attention of more companies because 
of the improvement in the life com- 
panies’ competitive position. 

The panel also stressed that life 
companies now pay income tax on their 
total income, and that while there is 
a deferment of a portion of the tax, it 
is only that and not a reduction of the 
tax. The public should be made to 
realize that every dollar of such in- 
come is taxed and at just the same 
rates as apply to other corporations. 

In a discussion of current develop- 
ments, new benefits and rate book 
revisions, David R. McCord, Farmers 
New World Life; Philip Streatfield, 
Beneficial Standard Life, and William 
Robinson, First Naticnal Life, noted 
that it is too early to discern a clear 
pattern of the actions of companies in 
selection of the basis for 1958 CSO 
values and reserves. For extended 
term insurance, two or three compa- 
nies have reported that they will use 
the commissioners’ extended insur- 
ance table. 


Gives Own Experience 


Speaking on his company’s experi- 
ence with pre-authorized check plans, 
Mr. McCord reported lapse experience 
has been favorable, roughly equiva- 
lent to the company’s experience with 
business written semi-annally. 

William Halvorson, Milliman & 
Robertson, led a discussion on group 
life maximum amounts. R. J. Martin, 

(CONTINUED ON PAGE 24) 


O'Connor, U. S. Rep. 
Debate Forand-Type 
Bills In Chicago 


Proponents of Forand-type legis. 
lation propose a permanent govern. 
mental scheme as the answer to a tem- 
porary problem, E. H. O’Connor, man- 
aging director Insurance Economics 
Society, told Industrial Relations 
Assn. of Chicago at its annual meeting. 

Although scheduled to _ debate 
on the subject “Medical Care For 
Our Aged—Voluntary vs Government,” 
Mr. O’Connor was not interrupted 
as he made his points because his 
opponent, Congressman Roman (, 
Pucinski of Chicago’s 11th Congress- 
ional district, was at that moment 
circling Midway Airport in a vain 
attempt to land in bad weather. Rep. 
Pucinski finally did make it to the 
meeting—but so late that only five 
minutes of debating time were left 
before the meeting was forced to 
adjourn. 

Mr. O’Connor termed the present 
need for assistance for the aged “tem- 
porary” inasmuch as Health Insur- 
ance Assn. has estimated that by the 
end of this year 65% of older people 
who need and want such protection 
will be covered by voluntary health 

(CONTINUED ON PAGE 18) 


Nationwide Endorses 
Government Help For 
Old Age Health Needs 


Directors of Nationwide Mutual 
group have adopted a resolution plac- 
ing the companies in support of “some 
form” of government program, based 
on the social security principle, to 
provide basic hospital and medical 
care for persons over age 65. 

The directors said they would con- 
tinue efforts to provide voluntary 
health coverages for older citizens in 
addition to what is provided through 
government programs. 

President Murray Lincoln of Na 
tionwide Mutual said the thinking is 
not that government should do for pe 
ple what they can do for themselves, 
“but we have a situation where the 
government must step in if basit 
medical care is to be made available 
to people who need it.” 

Mr. Lincoln said Nationwide group 
does not endorse any particular bill 
having been aware of “this serious 
problem” before bills of the nature o 
the Forand plan were introduced. 

“With a proper balance of effort 
the part of industry and government,’ 
he said, “the building of a program t 
provide for every citizen’s health 
needs in his old age can be achieved. 
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LIFE INSURANCE EDITION 


The wheel has turned nearly full circle. 
The saver, the forgotten man for nearly 
a quarter of a century, is now being 
wooed. Here and abroad private industry 
and governments are offering him the 





highest interest rates in three decades. 
They need his savings to finance eco- 
nomic progress and growth in a highly competitive world. 
How different from the situation 25 years ago! Then we 
were being told that America was suffering from stagna- 
tion because it had reached economic maturity. The 
remedy for this, it was alleged, was to spend more, to 
save and invest less. Discouragement of savings and en- 
couragement of spending were among the reasons given 
for devaluing the dollar and creating artificially low in- 
terest rates. 


Last year there were impressive demonstrations that, 
despite some modern theories, the old and time-tested 
laws of economics still work. The spectacular success of 
the multi-billion dollar Treasur, fering of a 5% inter- 
mediate security, the ‘Magic 5’s,” showed that high in- 
terest rates will attract savings. Equally significant, the 
prevalence of high interest rates in and of itself was tan- 
gible proof that one of the greatest shortages in the 
world today is capital. Because of this, capital is unusu- 
ally valuable and therefore worth accumulating. 


In recent years, one of the deterrents to larger savings 
through traditional channels, such as savings banks, 
building and loan associations, and life insurance com- 
panies, has undoubtedly been the fear that “inflation is 
inevitable.” It is premature to say that the battle against 
inflation has been won, but signs are multiplying that 
further inflation may not be as much of a threat as 
heretofore. 


Human beings have a way of intervening to prevent the 
seemingly inevitable from happening, especially if it is 
harmful. For example, who a year ago would have dared 
predict that a supposedly spendthrift Congress would up- 
hold all but one Presidential veto of spending measures? 
Who would have dared predict that in the face of intense 
political opposition the Federal Reserve would continue 
monetary restraint, or that the Treasury would offer its 


A timely message reprinted from our Annual Report 


The forgotten man 
comes into his own 


securities at competitive interest rates rather than resort 
to expedient devices? 


It is not because of these governmental actions, how- 
ever, that there are grounds for optimism about the dol- 
lar. The true grounds are the realities of our interna- 
tional position. For the first time in many, many years 
the U.S. is now forced to submit to the stern discipline 
of international trade and finance. 


We can no longer play fast and loose with the dollar or 
with Federal finances for the simple reason that we can- 
not afford to lose any significant part of the nearly $20 
billion that foreigners have on deposit or in liquid in- 
vestments in the U. S. Only if the dollar remains sound 
and our interest rates competitively attractive will for- 
eigners keep funds here in preference to withdrawing 
them in gold. 


Similarly, in the field of trade there is growing realiza- 
tion that we can no longer toy with foreign competition. 
One visible evidence of determination to meet it is the 
introduction of the compact car. 


All of this is important to life insurance policyholders. 
The money they have saved has been loaned by their life 
insurance companies to private enterprises and to gov- 
ernments. Policyholders are indirect creditors, and 
therefore are direct beneficiaries of higher interest rates. 
Their savings through life insurance are capital which is 
now unusually valuable because it is scarce. Finally, 
they have solid and growing grounds for confidence in 
the future purchasing power of their dollars. They have 
every reason, therefore, to remind themselves again that 
their policies represent not only protection against the 
vicissitudes of life but solid investments of assured value. 


NEW ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL 
LIFE INSURANCE IN AMERICA — 1835 


125th Anniversary of our Charter 
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. —. Hails Clarification 3 FOREIGN 
Agents Help Reet uit To Get Best elas IY ; (GH 
Candidates As Allies, Not Rivals —Decedent EstateLaw = RY ia 


By R. B. MECKLENBORG safe on an agent’s financing if the deb- Mutual Benefit Life, New York City, 

: it balance doesn’t exceed deferred has bulletined his agents on a new 

CINCINNATI—AII the agents in the first-year commission plus $6 per $1,- provision, 47-f, of the New York de- 
Charlotte, N. C., agency of Lincoln Na- 999 on all business the agent has writ- cedent estate law that becomes effec- 
tional Life pitch in and help General jen, tive Jan. 1, 1961. It deals with the 
Agent Raymond E. King Jr. with the = [The King agency publishes an agen- designation of a trustee to receive the 
recruiting job because he has sold them cy pulletin twice a month and Mr. proceeds of life insurance and with 
on the idea that every time a Lincoln Kjng has found that it appeals to his the taxation thereof. The section is 
National policy is sold the next sale agents’ pride and helps give them the particularly pertinent where for plan- 
becomes easier and that if a well- yecognition they need and want. Con- ning purposes the naming of a trus- 
qualified new man is coming into the tests are designed so that all agents tee is desirable as primary rather 
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business it is to the wie tern have a chance to be winners. than secondary beneficiary under a - ; 
the agency’s present force to have him ; so-called contingent trust, Mr. Huber ‘ 
represent their company and agency Sales Up 400% In 2% Years points out. . Prag a a a Angele, 
and not some other. When he took over the agency, Mr. p.ovicions Given eft, presents $1,500 check from Prov. 
Mr. King, who addressed the annual King said average annual production dent Mutual Life to William G. Youy 
management conference of the Cin- per man was $248,000 and now is $444,- The first two paragraphs provide: pain cagiag Bind ‘one ae é 
es, for 





cinnati General Agents & Managers 000, a 70% increase in 2% years. Agen- “Life insurance may be made pay- } 
Assn. on “Better Pay per Day,” said cy production has risen 400%. Careful able to a trustee to be named as bene- university’s foreign student emergeng 
his agents had referred 11 out of the records are kept to make sure that ficiary in the policy and the proceeds loan and grant-in-aid fund. Mr. Albrit 
34 men he had recruited in the 2% all agents are treated equitably on of such insurance shall be paid to such om, who is also chairman of Millim 
years since he took over the agency leads. trustee and be held and disposed of by Dollar Round Table, was named Proy. 

dent Mutual’s man of the year for hj 









and are his best source of recruits. Edward B. Bates, 2nd vice-president the trustee as provided in a trust F ss 
Used All Channels in Connecticut Mutual’s agency depart- agreement made by the insured dur- 1959 production, and instead of the 
ment, speaking on “Maximizing Time ing his lifetime. It shall not be neces- Tecognition usually accorded the win. 
ner of the title, the company made th 





Mr. King emphasized, however, that and Talents,” said the manpower job is sary to the validity of any such trust 
what he has done in recruiting was ef- getting more and more difficult be- agreement or declaration of trust that 


fected by using all sources of new cause there are fewer “economically it have a trust corpus other than the : os 
agents and not concentrating on just disturbed” prospective candidates. right of the trustee to receive such pro- Voices Confidence In Sales itself 





contribution in his honor. 
















































one. Candidates must score 9 or better Consequently real competition must ceeds as beneficiary. 7 
on the LIAMA Aptitude Index, must be expected in recruiting better-than- “A policy of life insurance may des- Appeal Of Life Insurance ae 
get a favorable recommendation from average men. ignate as beneficiary a trustee or Life insurance is something tha Seal 
the Klein Institute for Aptitude Test- There is and will be for some time trustees named by will, if the des- always sells, come what may, M. § wor 


ing and must be men whom the other g shortage of men in the 25-45 age ignation is made in accordance with Bennett, Lincoln National Life, For NALU 
agents would be proud to have in the group. The expected 1% increase in the provisions of the policy and the Worth, ventured at the May meetin 
agency. Mr. King always makes it a population in this age group will have requirements of the insurance com- of Austin Assn. of Life Underwriter age 
point to talk with the candidate’s wife to serve a 22% increase in the popula- pany. Upon qualification and issu- Mr. Bennett is president of Tex - * 
before closing with him. tion. ance of letters of trusteeship the pro- Assn. of Life Underwriters. » ea 
An adequate agency staff is essen- _—_[n building the award-winning agen- ceeds of such insurance shall be pay- His confidence in the business wa ol 
tial, he has found, and the King agency cy that he headed before going to the able to the trustee or trustees to be counter to the pessimistic views «f° 
has seven men on its staff. Since it is home office last January, Mr. Bates held and disposed of under the terms agents which he related. Agents in th a Bs 
less expensive to save a man than to spent a great deal of time in planning, of the will as they exist as of the date early 30s feared that depression woul 8 ~ 
recruit a new one, the agency tends feeling that if the plan was sound, the of the death of the testator and in the stifle sales, they thought the  socid C — 
to “wet-nurse” or “spoon-feed” new results had to follow. He committed same manner as other testamentary security act of 1937 would doom then} "8" 
men until they are financially success- himself to his home office and re- trusts are administered; but if no that NSLI would constitute _ insu. omc 
ful. The supervisors do not share in yjewed his agency’s progress carefully qualified trustee makes claim to the mountable competition and that th] History 
commissions resulting from their joint each month. His whole operation was proceeds from the insurance company war riders of World War II policies 
work with agents. geared to reducing the non-selling time within 18 months after the death of would lessen their appeal. Neverthe} The | 
Offers Two Plans of his agents. the insured, or if satisfactory evi- less, life insurance thrives today. cy-mak 
= dence is furnished to the insurance The good agent moves along with NAIA 
Since he is 100% responsible for fi- Sales of new life insurance by North- company within such 18-month pe- changing conditions and adjusts to th] NALU 
nancing losses. Mr. King watches them western National Life in May totaled riod showing that there is or will be changes, Mr. Bennett said. “He sells th Jr. Mr. 
very carefully. He offers two financing $14,546,000, a gain of 5% over the no trustee to receive the proceeds, product. Fundamentals do not chang. long-stz 
plans: a level advance with all com- same month a year ago. Group life Payment shall be made by the insur- The educated life insurance agent ha the use 
missions credited to the agent’s account sales were $5,530,000 for a five-month ance company to the executors, ad- the best job in the world. Nothing wilf sovernr 
and annualized commission account increase of 10% over the correspond- Ministrators or assigns of the insured, ever replace life insurance or th viously, 
with a “flocr.” He feels that he is jng period in 1959. unless otherwise provided by agree- agent who stands for what he be surance 
— ——_______— — a —— ment with the insurance company lieves.” oppose = 
during the lifetime of the insured.” The association elected Emmett Sut-J in a bi 
After quoting the above two para- ton, Prudential, president. Other of-§ Would 

















i graphs, the Huber agency bulletin ficers are William L. Nolen Jr., South§ The | 
continues: western Life, and J. Scranton Peevey] Mr. Her 

00,000..+ “The all-important third paragraph Massachusetts Mutual, vice-presidents} seneral 
ily have from $2,000 to $1 - . goes on to provide that: ; and Ralph Keller, American Genera. Philadel 
nt or Agent can easily t rates...on his vestec The proceeds of the insurance secretary-treasurer. committ 
A General Agent © ni ow bank interes tied, confidential SOTVICB -00 as received by the trustee or trustees ing “gre 
in a lUMP Sym nour exclusive, digniiety shall not be subject to debts of the inform — 

’ Pee ~<-<-<" I nature 


ra wires additional working capital | 
@ For business expansion protect YOu" credit 


© To pay off ig oa purchase, 


insured nor to transfer or estate tax 
to any greater extent than if such 


proceeds were payable to the bene- Levering Cartwright J. L. G 


ficiary or beneficiaries named in the 
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was named vice-president; 
Sharp, Mutual Benefit Life, secretary, 
and George E. Deras, Connecticut Mu- 
tual, treasurer. 


rector of American Society of CLU. 


LIFE INSURANCE EDITION 


C. Vernon 
Bowes, general 
agent of New Eng- 
land Life, center, 
receives Newark 
CLU chapter’s dis- 
tinguished service 
award and congra- 
tulations from, left 
to right, Vincent L. 
Greaves. Pruden- 
tial, former chap- 
ter president and 
chairman of the 
awards committee; 
George G. Joseph, 


and vice-president of New England Life, who was meeting speaker; Mr. Bowes; 
Louis J. Toia, Prudential, chapter president, and Paul S. Mills, managing di- 





Insurance Language 
In Social Security 
Hit By Fire Agents - 


The national board of state direc- 
tors of National Assn. of Insurance 
Agents, in a resolution adopted at 
NAIA’s recent midyear meeting, called 
upon Congress “to delete from the so- 
cial security act all insurance termi- 
nology used therein and to change the 
name of the social security program 
itself to one that will more accurately 
describe its true nature and purpose 
as being one of social welfare.” 

NAIA’s resolution was adopted in 


‘| support of a similar position taken by 


NALU which holds that the public 
generally has the erroneous concep- 
tion that the social security program 
is an insurance program much like 
those written by private life compa- 
nies. NALU circulated its beliefs on 
the subject, also in the form of a 
resolution, dated May 29, 1959, to 
President Eisenhower, members of 
Congress and officials of the Depart- 
ment of Health, Education & Welfare. 


History Of Opposition 


The action taken by the NAIA poli- 
cy-making body was reported by 
NAIA President Paul H. Jones to 
NALU President William S. Hendley 
Jr. Mr. Jones said that NAIA has a 
long-standing position of opposition to 
the use of insurance terminology in 
government-sponsored programs. Pre- 
viously, NAIA joined with other in- 
surance organizations to successfully 
oppose the use of the word ‘insurance’ 
in a bill proposed in Congress that 
would provide for flood indemnity. 

The NAIA action was praised by 
Mr. Hendley and by Albert C. Adams, 
general agent of John Hancock at 
Philadelphia and chairman of NALU’s 
committee on social security, as giv- 
ing “great impetus to our efforts to 
inform all Americans as to the true 
nature of social security.” 


J. L. Glenn Opens Atlanta 
Consulting-Actuary Office 


John L. Glenn has opened an actu- 
arial consulting office in Atlanta. Mr. 
Glenn has been with Bowles, Andrews 
& Towne there for the past five years 
and before that was with Union Cen- 
tral Life. He is a fellow of Society of 


Actuaries. 

Omaha Agents Elect 

Robert W. Billig, Massachusetts 
Mutual, was elected president of 


Omaha Assn. of Life Underwriters at 
the annual meeting. 


Maurice T. Boler, Equitable Society, 
Donald 





Senate Approves D.C. 
Variable Annuity Bill, 
Sends It To President 


WASHINGTON, D.C.—The Senate 
has approved and sent to the President 
for his signature a District of Columbia 
variable annuity bill which has the 
backing of Variable Annuity Life and 
Equity Annuity Life. 

The bill provides that D.C. com- 
panies must maintain segregated funds 
for variable annuity operations, spells 
out the superintendent’s regulatory 
authority over variable annuity com- 
panies, and bars out-of-the-district 
companies not licensed to write vari- 
able annuity contracts in their domici- 
liary states from writing them in the 
district. 

Under the law, variable annuity 
companies would be allowed to invest 
a greater share of assets in common 
and preferred stocks and corporate 
bonds of a single corporation than are 
other life companies. For example, 
while other life companies are per- 
mitted to invest only 1% of assets in 
the common stock of any one corpora- 
tion, 1% in preferred and 2% in bonds, 
variable annuity company assets may 
be invested in the respective percent- 
ages of 3%, 3% and 4%. 


Lincoln National Holds 
First Of 4 Sales Rallies 


The first of four sales congresses 
and conventions being conducted by 
Lincoln National Life this summer 
was held June 8-11 at the Broadmoor 
Hotel, Colorado Springs. Agents, wives 
and home office personnel brought to- 
tal attendance to about 320. 

The second convention is being held 
this week at the Ambassador, Los 
Angeles, June 14-17. The third meeting 
will be at the Homestead, Hot Springs, 
Va., June 26-29, and the final session 
will be at the Traymore, Atlantic City, 
July 6-9. 

Agents from 11 midwestern and cen- 
tral states attended the first conven- 
tion and heard talks by Walter O. 
Menge, president; Henry W. Persons, 
vice-president and director of agencies; 
Willard C. Brudi and Jack E. Rawles, 
2nd vice-presidents; Robert Wehmeyer, 
superintendent of agencies, and O. 
Frank Helvie, agent for the com- 
pany at South Bend, Ind. 

Agents appearing on discussion pan- 
els were R. L. Phillips and L. C. Mas- 
cotte, Fort Wayne, Ind.; Howard E. 
English, Chicago; W. A. Pearson, Indi- 
anapolis; I. L. Roselman, St. Louis, 
and Robert Wilson, Harrisburg, II. 


Omaha CLUs Choose Doane 


Charles L. Doane, Mutual Benefit 
Life, has been elected president of 
Omaha chapter of CLU. New vice- 
presidents are John Burrell, United 
Benefit Life, and R. H. Pickford Jr., 


Northwestern Mutual, and Francis 
J. Lynch, Equitable Society, is secre- 
tary-treasurer. 

Highlight of the meeting was the 
presentation by Dr. Solomon S. Hueb- 
ner of a special award for assisting 
others to “accomplish the career goals 
of the chartered life underwriter.” 
Recipients were Ned Patrick, Massa- 
chusetts Mutual; Carrol E. Hackett, 
Prudential, and Mr. Doane. 


LOMA Publications Index 


Sent To Member Companies 

An index of Life Office Manage- 
ment Assn. publications of the past 
five years has been distributed to 
member companies. The Index to 
Publications, 1955-1959, includes list- 
ings of the last four annual indexes 
as well as references to 1959 LOMA 
publications. 

Starting with 1960, temporary sup- 
plements will again be issued each 
year until 1965, when the next five- 
year index will be printed. 


Appalachian National Life has been 
licensed in Alabama. 


one of the 








why this is so— 


(except single premium). 


ASSURANCE COMPANY, 
Progressive and competitive, yes 





n gne of the 


usiest 


Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
and Central Life agents agree that an 
important one is true graduated premium on all plans 
The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 


Catia Life 


at the expense of financial security 


$53 Million Loss Cited 
By N. Y. C. Blue Cross 
In Rate Boost Appeal 


NEW YORK—Officials of Associated 
Hospital Service of New York (Blue 
Cross) opened the department hearing 
this week into the plan’s request for an 
average 37.4% rate increase by citing 
deficit operations of some $53 million 
since 1956. 

David W. Brumbaugh, chairman of 
the plan, at the same time told the de- 
partment that Blue Cross reserves of 
$69.5 million in 1955 have declined to 
$30 million as of May 31, and that the 
need for an increase was thus obvious. 

Douglas Coleman, Blue Cross presi- 
dent, said that the average cost per pa- 
tient in New York hospitals in 1959 was 
$32.76 a day, whereas the plan’s per 
diem payment was only $27.02 to 
$27.52. The plan’s president told the 
department that the rate increase 
would provide new benefits for sub- 
scribers, a new method of payment to 
hospitals and new contracts offering 
120 days of full coverage with $50 and 
$100 deductibles to reduce costs. 
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ASSETS | $168 Million 
SURPLUS | $14 Million 
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HeNATIONAL UNDERWRITER 


Programers Unneeded To Operate 
Desk-Size Electronic Computer 


Recently a group actuary described 
his company’s large-scale electronic 
computer this way: “It’s a juicy plum 
hanging just out of my reach. When 
I have a problem that could use the 
speed and accuracy of the computer, 
the machine is either tied up with an 
extended processing job or I can’t get 
programing help to put my problem 


into machine language.” 

And even where the machine time 
and the programing talent happen to 
be available, there remains the ques- 
tion of the economic soundness of 
preparing a one-shot program for a big 
system. 

For the many situations like this, 
International Business Machines re- 


cently brought out the IBM 1620 
machine. This is a transistorized elec- 
tronic computer that is compact en- 
ough to be placed in any handy spot in 
the actuarial department, cool-running 
enough to require no _ special air- 
conditioning equipment, and most im- 
portant of all, capable of understand- 
ing language familiar to actuaries and 
other mathematicians so they need 
only about a day to learn how to 
operate the equipment. 

This eliminates the need for skilled 
(and scarce) programers to translate 
mathematical and actuarial language 





THE MAN WHO 


SELLS JOHN HANCOCK ...can count on a warm welcome 


A third reason is, perhaps, the most important of all. He 
can offer a wide range of the most modern life insurance 
protection for every individual need — Life, Endowment 
and Term policies, Family policies, Business life insurance, 
Annuities and Personal Health coverages. His unique 
portfolio also contains the most complete, up-to-date 





Group plans. 


It’s no wonder that his prospects quickly accept the man 
who sells John Hancock. It’s no wonder, either, that so 
many of them become his clients. 





MUTUALJ LIFE 





The man who sells John Hancock is known and respected 
throughout his community. There are good reasons for 
this. One is that the company he works for enjoys a repu- 
tation matched by few others. Another is that contin- 
uous nationwide advertising has made the name ‘‘John 
Hancock’’ familiar to millions. 


BOSTON, MASSACHUSETTS 
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into machine language, as is necessg 
with the big computers. This say, 
not only in costs but in time. With ti 
1620 machine right at hand in 
actuarial department, the person 
can use it virtually on the spur of tJ 
moment. The actuary can give }; 
problem to the machine by one of th 
simplified programing methods 
receive his answer minutes later, 



























Saves Personnel’s Time 


Stephen E. Furth, manager of } 
insurance department in the IBM q 
processing division at White Pla 
N.Y., points out that another benefj 
the simplified programing methog 
conservation of the time of specialj 
personnel. 

“Actuaries are at a premium tod 
he observed. “Requiring these ski 
people to do extensive desk-calc 
and pencil work is actually a wast 
high-powered and_ high-priced 
ployes. With the compact comp 
available, calculation chores can} 
completed quickly, accurately 
without the need for tedious ma 
work. As a direct result, the actu 
is freed for more interesting and m 
specialized tasks and _ therefore 
problems of personnel turnover yf 
be alleviated. 

“Users can be trained in about 
day to operate the 1620. Skilled yp 
gramers are not required and pers 
nel changes within the departm 
need not create hardships. Anyo 
who can express his problems in rov. 
tine insurance terms can use the con. 
puter.” 

Mr. Furth pointed out that the ia 
1620 is ideally suited to the one-time 
short-term calculating problems ip. 
herent in pension and other actuate 
work. Its use permits the scope of all 
work within the company to be con- 
siderably enlarged. 

Not only can the 1620 machine x] 
answers quickly and easily but it can 
search out “optimal” solutions—mak- 
ing choices among many possible solu- 
tions to determine the best one. 


Does ‘Symbolic Programing’ 


The “symbolic programing system” 
is what IBM calls the simplified sys- 
tem by which much of the clerical 
work that would otherwise be entailed 
is eliminated in the 1620 machine. SPS 
assembles a program written in mne- 
monic or symbolic notation, converts 
the symbols to machine language in- 
structions, and assigns locations with- 
in the machine’s memory for instruc 
tions and for data. 

Another important programing aé- 
vance available to users of the 1620s 
the “FORTRAN” language, which 
means “formula translation.” The 1620 
translates work written in “FOR- 
TRAN” into a series of instructions 
that are used to solve the problem. 
Because the “FORTRAN” system is 
given the responsibility for translating 
the problem so the computer can solve 
it, the user need not be concerned with 
machine details. 

The 1620 can run packaged programs 
used in other data processing systems. 
For example, if the insurance com- 
pany has an IBM 650 or 700 series 
system installed, the “FORTRAN’ 
programs used on this equipment cal 
be adapted for ready use on the 
smaller 1620. . 

Discussing some of the ways I 
which the 1620 can be used in actual- 
ial work, Mr. Furth said that in group 
underwriting, for example, the 1620 
can be used for more frequent and 
more detailed analysis of existing 
group policies. Group experience rat- 
ings can be calculated to determine 
new premium rates, dividends to & 

(CONTINUED ON PAGE 31) 
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Howard J. Brace, Occidental Life, 
former Idaho commissioner and re- 
tired executive secretary of Passe 
Club International, with Commissioner 
Leo O’Connell of Idaho. 


Photos Of Personalities At NAIC Convention 


Photos from the commissioners meeting by Harry H. Fuller, midwest man- 
ager of National Bureau of Casualty Underwriters. Mr. Fuller has been taking 
pictures at the NAIC meetings for 20 years. 


HieNATIONAL 






George Bushnell, Arizona director, 
with W. Lee Shield of Union Central 
Life, formerly of American Life Con- 
vention and former Ohio superin- 
tendent. 
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“He’s got a hot prospect in there. Now, if we only had one 
of Anico’s specials to offer before he cools off.” 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


ANICO SALES LEADERS 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewablc A& H and H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 





Inquiries about these or other open 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For tn- 
formation address: 
OF SALES 


AMERICAN NATIONAL 
INSURANCE COMPANY 


COORDINATOR 


GALVESTON, TEXAS 


OVER § BILLIONS OF 
INSURANCE IN FORCE 














UNDERWRITER 
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From the Badg- 
er state—Commis- 
sioner Charles L. 
Manson; Orville 
R. Ware, North- 
western Mutual 
Life; and Jerome 
Scheibl and 
Charles J. Tim- 
bers of the Wis- 
consin_ depart- 
ment. 





T. Nelson Parker of Virginia, vice- 
president of NAIC, with one of the ex- 


presidents, C. Lawrence Leggett of 
Missouri, chairman of the life com- 
mittee. 


vision of the New Jersey department. Cross Commission and former Pennsy). 
vania commissioner. 













John P. Hanna, general coung 


Mr. and Mrs. W. Harold Bittel. Health Insurance Assn., with Artem, 
Mr. Bittel is in charge of the life di- 








C. Leslie, legal consultant to the Bly 





Superintendent Ralph Apodaca of 
New Mexico with A. E. Buckwell of 
New Hampshire Life of Salt Lake City, 
former Utah commissioner. 





Good Named President 
By New York City CLUs 


Gerald D. Good, manager of Equit- 
able Society at Jamaica, N.Y., was 
elected president of the New York 
City CLU chapter at its annual lunch- 
eon in the New York University Club. 
He has been executive vice-president. 

Other officers elected were A. Les- 
lie Leonard, dean of the Insurance 
Society of New York school, executive 
vice-president; Wilbur Neustein, Pru- 
dential, educational vice-president; 
Donald L. Shepherd, Equitable of Iowa, 
public relations vice-president; Alfred 
Cranwill, Institute of Life Insurance, 
treasurer, and Richard W. Bandfield, 
Home Life of New York, secretary. 

Elected directors «were Glenn G. 
Geiger, New England Life; Jack D. 
Garfunkel, Mutual Benefit Life; Jo- 
seph D. Melly Jr., Mutual of New 
York, and Henry Schainholtz and 
Ralph Szabo, of Mutual Benefit Life. 

Milton F. Goldberg, director of re- 
search of Equitable Society was the 
speaker. His talk, “An Actuary Looks 
At Field Problems,” was a humorous 
review of the relationships between 
home office actuarial departments and 
producers in the field. 


Cooper Becomes Head 
Of Maryland A&H Assn. 


Maryland Assn. of A&H Under- 
writers, at the annual meeting 4 
Baltimore, has elected Charles 6G. 
Cooper, Washington National, presi- 
dent. Other officers are Harold Tho- 
mas, Pacific Mutual, and George E. 
Herpst, All American L.&C., vice 
presidents, Sol Hack, Continental As- 
surance, secretary, and Vernon Piel, 
Springfield-Monarch, treasurer. 


State Mutual Life Total 
Four-Months Sales Up 31% 


State Mutual Life’s combined in- 
dividual and group sales for the first 
four months were $138,161,000, a gail 
of 31%. Total individual life sales for 
the period were $70,078,000, an in- 
crease of some 7.5%, and group sales 
were $68,083,000, up 70%. 

Premium increases for the four 
months were 46% for group life; 122% 
for group annuity and deposit admini- 
stration funds, and 8% for individual 
A&s. 

Individual life sales in April it 
creased 14% and A&S sales gained 
16%. 
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LIFE INSURANCE EDITION 


The Equitable Life 
of Abe Harris in 


New York City 












Abe Harris, shown on a recent Mediter- 
ranean cruise with his wife, Bea, is one of 
Equitable’s all-time greats. Has written 
over a million dollars annually for 34 
years. Last year it was $4,000,000! Abe is 
a member of the J. V. Davis Agency 
in New York City. 


Equitable’s President, 
James F. Oates, Jr., thanks 
Abe for his many services. 
Abe gives talks all over the 
country on Pension, Cor- 
porate, and Estate planning. 
He has been called “a cham- 
pion of champions.” In 1956 
he was named National 
Honor Agent, a lifetime 
award. 





He works as hard on juvenile policies as 
on the big ones. During the 1959 April 
campaign he closed 79 Ordinary cases for 
a total of $1,056,000! 

















Is a civie leader in suburban Hewlett, L. I. 
Auditorium of Temple Beth El is dedicated 
to him. In the depression year of 1932, he 
headed fund drive which paid off entire 
building costs. 











Relaxes with daughter, son-in-law, and grand- 
children. Abe, now 68, devotes full time to his 
main hobby-selling. Catches the 6:42 to New 
York City every morning, and puts in a 
twelve-hour day. 


A Man’s Prestige somehow goes 
hand in hand with the prestige of the 
company he represents. This is why 
Abe is proud to be a life underwriter 
for Equitable. It is a full life. And a 
rewarding one. Living Insurance 
is more than a need... it’s a 
career! 


The Equita ble Life Assurance Society of the United States 


Home Office: 393 Seventh Avenue, New York 1, N.Y. ©1960 











ARNOLD HAND, Supervisor in N/W National’s North Central Division at Minneapolis, goes through the Company’s rate book with 


new Fieldmen, from left, Stephen J. Urs, Glasgow, Mont., Conrad W. Carlson, Glenwood, Minn., and Archie A. Love, Richfield, Minn. 
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Don Gorsline Elected 
Chairman Of New York 
Training Directors 


Don A. Gorsline, management train- 
ing supervisor of Equitable Society, 
was elected chairman of the New York 
Training Directors Assn. at its spring 
meeting in the headquarters of Insti- 
tute of Life Insurance. He succeeds 
Howard Conley, 2nd vice-president of 
New York Life. 

Brian S. Brown, 
president of Guardian 


vice- 
was 


assistant 
Life, 


HteNATIONAL UNDERWRITER 


elected, vice-chairman and Alfred 
Cranwill, director of the institute’s 
information division, was named sec- 
retary-treasurer. 

How the institute can assist training 
directors was discussed at the meeting 
by Jerry P. Olds, assistant director of 
the advertising division; Harlan B. 
Miller, director of the education divi- 
sion, and Mr. Cranwill. Robert W. 
Waldron of Health Insurance Insti- 
tute’s public information division spoke 
on the same subject. 

Paul Brower, Mutual of New York’s 
director of field training, was moder- 


ator of a panel on “What Advanced 
Underwriting Can Do for You.” The 
ways Life Underwriter Training Coun- 
cil can work for training directors was 
covered by Merritt Schriver, LUTC 
director of promotion. The use of 
visual aids in agent training programs 
was described by Charles Corn, presi- 
dent of Admaster Prints, Inc. 

Hutchinson (Kan.) Assn. of Life Un- 
derwriters has elected Harold Pauls 
president; Donald Williams and Robert 
Milburn, vice-presidents, and Keith 
Hayes, secretary-treasurer. 
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N/W NATIONAL 


ife Insurance for Living 
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At Northwestern National we believe that Field Management 
Training should cover the everyday problems a manager faces in the 
field. For example, we show our Management Trainees how to face 
their future responsibilities by having them conduct intensive orien- 
tation classes for new men and by having them follow up such classes 
with regular joint work in the field. 

One of the basic duties of our six Divisional Superintendents of 
Agencies is the preparation of men for agency management. We al- 
ways have from 12 to 18 men in our Management Training Program, 


NATIONAL LIFE INSURANCE COMPANY e¢ MINNEAPOLIS, MINNESOTA 
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LOMA Study Analyzes 
Organizational Set-Up 
Of 50 Life Companies 


Life Office Management Assn. ha 
published the results of a study by it 
life company organization committe 
of the organization structures of 50 life 
companies and their organization plan. 
ning practices. The report, in the form 
of a 62-page booklet, is titled “Top 
Management Organization in 50 Life 
Insurance Companies.” 

Throughout the study, no criticisn 
was made of the organizational set-up 
of any company and no company wa; 
singled out as representing the idea] 

One feature of the study is a chart 
showing more than 200 basic opera. 
tions in the life insurance business ang 
the area—actuarial underwriting, ac. 
counting, etc—in which these func. 
tions are handled by each of the com. 
panies participating in the study. 


Improvements In Organization 


One conclusion that might be draw) 
from the study, the report says, is that 
a greater formalization of objectives 
might lead to improvements in organ. 
ization structures of life companies. 

“The status of organization planning 
in many of the companies has not kept 
pace with other planning activities,” 
the report said. 

As for the influence on organization 
of electronic data processing, the re- 
port concludes that this, “although a 
question mark for the future, has not 
at present caused any wide revision in 
organizational planning. But this could 
be a key factor in further study of the 
major functional areas having the 
greatest potential for change—the area 
under the chief operating officer and 
the combined administrative-office- 
policyholder services area.” 

The report was edited by T. J. Col- 
lum, Nationwide Life, a member and 
former chairman of the committee. 
Copies of the report have been distri- 
buted to LOMA member companies. 
Additional copies are available at 
LOMA’s staff office at a cost of $1.50 
to members and $3 to non-members. 


Non-Can Accident Policies 
Introduced By Aetna Life 


Aetna Life has introduced non- 
cancellable accident policies which in- 
clude monthly benefits of up to $500 
for men and $200 for women and death 
benefits up to $25,000. Policies are 
guaranteed renewable to age 65 for 
men and to age 60 for women. 

Other features of the plans include 
waiting periods of up to 90 days after 
an accident with corresponding re- 
ductions in premium costs and waivers 
of premium during long periods of 
disability. Policies may be issued to 
men for indemnity periods of one, two 
and five years or for life and to 
women for up to five years. 

The policies have been approved ex- 
cept in California, Massachusetts, New 
Hampshire and New York. 


| 


VARIABLE DOLLAR 


counsel and aids on 
sales training, advertis- 
Tate ec Vale Maal-tecual-Lalol iil: 


KALB, VOORHIS & CO. 


Members: New York Stock Exchange 
American Stock Exchange ( Assoc.) 


1037 Woodward Bldg., Washington 5, D.C. 
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Cash Earnings 
$11,508.96 
my first full year 


Raleigh, North Carolina 
May 5, 1960 





J. FRANK STRAWN 


Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 

Dear O’B: 

In a few minutes I leave for the Castle in the Clouds, Lookout Mountain, 
Tennessee, to attend the first Franklin Million Dollar Conference, as a charter 
member. This is just one of the many wonderful things that has happened 
to me since joining Franklin. 

As you know, before coming to Franklin I was manager of a prosperous 
wholesale electric and plumbing supply business. But when Manager Henry 
Grady called on me and presented the President’s Plan, I fell in love with it 
and decided to join forces, even though it meant giving up all I had built. 

Last year—my first with the Franklin—I ranked 16th nationally with net 
paid volume of $1,025,701 and cash earnings of $11,508.96—not including de- 
ferred commissions. 

My income continues to soar. In the first three and one-half months of 1960 
cash commissions have amounted to $6,845.96, and I expect to double my first 
year’s income. 

A General Agent since first of the year, I was afraid that organization work 
might reduce personal production. The reverse is true. I was named Frankiin 
Man of the Month for March with total volume of $334,335—every sale a 
Franklin special. 

My February and March production qualified me for Franklin’s exclusive 
Key Club, with annualized premiums in excess of $7,200. Since January I have 
recruited five new Franklinites—and all of them are in production. All this 
may sound fantastic—and it would be, except for Franklin specials. 

Believe me, my family and I are happier today than we have ever been. Yes, 
Franklin IS indeed our “NEXT PASTURE.” 


Cordially, 
Frank Strawn 


An agent cannot long travel at a faster gait than the company he represents! 











> Lhe Friendly 


a FIRANIKILIN —-—— 
‘ WOKE COMPANY 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
a, DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 


Over Three Billion Six Hundred Million Dollars of Insurance in Force 


ll 








12 


Unique Manual 
For 1960 Reports 
On 1,194 Companies 


Encyclopedic coverage of all sorts of 
life insurance facts and figures con- 
cerning companies, their policies, rates, 
values, settlement options, etc., is 
provided in the 1960 “Unique Manual 
and National Underwriter Reports”’—a 
1,632 page work, just off the press. It 
is the only life insurance reference 
that attempts to supply both informa- 
tion on the financial, operating and 
underwriting results of the companies 
as well as resumes of policy contracts 
—including detailed rate-cost-value- 
option data—in a single volume. Con- 
sisting of two major sections and many 
important sub-sections, the Unique 
Manual contains the answer to prac- 
tically any statistical question about 
a life company or its policies that any 
life man is likely to want or need. All 
of the changes made by important 
companies during the past year 
are reflected in the 62nd annual edi- 
tion of this factual authority .which 
is “standard equipment” in practically 
every life home office and agency of 
consequence. 

In the “Report” section are pre- 
sented significant facts and figures, in 
detail, for all of the major companies. 
Following a brief history, there is a 
record of dividends to policyholders 
and stockholders, “statistics by years” 
together with some 60 or more sig- 
nificant items from the annual state- 
ment and gain and loss exhibit of 
each company including an analysis 
of life insurance in force. Shown also 
are reserves at various interest rates, 
the amounts in bonds, stocks, mort- 
gages, or real estate, with yields and 
percentage to total assets, and seven 
analytical ratios commonly used to 
appraise companies. 

For companies with less than $20 
million in force, of which there are now 
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nearly 600, considerably briefer in- 
formation is presented, including a 
considerable number of young compa- 
nies not shown in any other similar 
reference work. Large, medium-sized 
and small companies are all shown in 
the Unique Manual. There is even the 
special listing of companies that have 
gone out of business, changed their 
names, or merged since 1920. 

Equally comprehensive is the infor- 
mation provided about rates, values, 
contracts, dividends, costs, reserves 
and settlement options of those com- 
panies which together have about 99% 
of the total life insurance in force. 
Nearly 1,000 pages of the Unique Man- 
ual present the latest policy informa- 
tion and figures concerning these pol- 
icies, all arranged in standard easy to 
use manner. 

A sub-section of 128 pages lists some 
12,000 additional policy forms, with 
illustrative rates and explanations 
concerning policies not shown in the 
regular rate pages. Among special sub- 
jects covered in other  sub-sections 
are details on juvenile insurance, sin- 
gle premium’ contracts, annuities, 
weekly premium policies, reserve ta- 
bles,~and the incomes payable under 
settlement options of contracts issued 
many years ago. 

Selling singly at $16, and less in 
quantity, copies may be ordered for 
prompt delivery from the National 
Underwriter Company’s statistical di- 
vision at 420 East 4th Street, Cin- 
cinnati 2, Ohio, or any National Un- 
derwriter Co. office. 


May Sales Are! Record For 


Occidental Of California 

May individual production of Occi- 
dental Life of California totaled $132,- 
759,543, surpassing the previous month- 
ly record of $131,569,701 set last June. 
The new record also exceeded pro- 
duction for May, 1959 by $17 million. 

Group business in May amounted 
to $26,136,901. 


Incentive To Save Cut 
By Inflation: Hull 


MINNEAPOLIS—Roger Hull, presi- 
dent Mutual of New York, at a press 
conference here stressed the import- 
ance of maintaining the people’s confi- 
dence in the soundness of the Ameri- 
can dollar, “Or we will destroy the 
incentive to save,” he said. “Unless 
the savings incentive is restored, the 
government will have to start furnish- 
ing capital and when government does 
that you have a facist state.” 

He pointed out that the American 
public now has about $800 billion in 
savings and said that even a 3% 
growth in inflation cuts those savings 
$24 billion every year. Inflation, Mr. 
Hull said, can be stopped in its tracks 
if government, business and _ labor 
will work together. “But the people 
will have to demand that they do 
work together and will have to demand 
that the congress take ‘the necessary 
steps, too.” 

There are four keys to stopping in- 
flation: A sound budgetary policy; a 
sound fiscal policy; a sound labor 
policy and intelligent debt planning, 
said Mr. Hull. “If we do not have the 
moral courage to stick to these poli- 
cies, we will go down in history as 
generation that was willing to mort- 
gage the future of its children in 
order to provide more comforts for it- 
self.” 

Mr. Hull was in Minneapolis to meet 
with area agencies of his company. 


Hold Supervisors’ Night 

Life Managers & General Agents 
Assn. of Milwaukee held a supervisors’ 
night which featured a panel discus- 
sion moderated by Allan Shackleton, 
Lincoln National Life. Dennis Laudon, 
Northwestern Mutual, covered re- 
cruiting,; George Knutsen, Mutual of 
New York, training, and Paul Quil- 
lin, Mutual Benefit of Newark, su- 
pervision. 








Man 
with 
a 
future... 


a future that now can be yours 


AS A GENERAL AGENT 


of the Central Standard Life Insurance Company 


A NEW CAREER CONTRACT OFFERS YOU — 


Completely Vested Renewals for the 
premium paying period of the policy 


Substantial Override for General Agents 


Accident and Sickness Plans — 
“Your partner for Life” 


High Value Low Premium Life Plans 
Top First Year Commissions 


With Central Standard You Enjoy 

* working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 

* liberal underwriting 





“The secret of success is Constancy to Purpose”’ 


Benjamin Disraeli 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your 
“new approach” agent’s kit. Get full details by 
contacting your local Central Standard General 
Agent or: John M. Laflin, Vice President and 


Agency Director. 


In Force: $357,405,420 
Assets: $107,284,880 
Surplus: $14,591,874 





CENTRAL STANDARD LIFE 


Founded 1905 


INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6, Illinois 
Life - Accident - Sickness 


June 18, 1969 


Gen. American Raise: 
Non-Medical Limits 


General American has _increzseq 
non-medical limits to as much as $25,. 
000 at some ages. 

The new schedule calls for limits 
for both men and women of $15,000 at 
age 0, $25,000 for ages 1-25, $15,000 for 
ages 26-35, and $10,000 for ages 36-49, 
Previous limits were $15,000 for ages 
0-30 and $10,000 for ages 31-40. For 
policyholders, age 36 to 40, the com. 
pany will continue to consider $5,000 
of additional non-medical insurance to 
bring the total up to $15,000, if at 
least 24 months have elapsed since the 
previous non-medical issue. 


Additional Liberalization 


In another non-medical liberaliza- 
tion, General American has raised 
from $5,000 to $10,000 the maximum 
amount of guaranteed insurability 
rider which can be considered non- 
medically. Amounts of the rider be- 
tween $5,000 and $10,000 can be issued 
along with a non-medical policy, pro- 
viding the total of the two does not 
exceed the non-medical limit under the 
new schedule. Also, at ages 1-25 where 
the new non-medical limit is $25,000, 
a guaranteed insurability rider of 
$5,000 can be added to a $25,000 policy 
on a non-medical basis. 

The company has adjusted maxi- 
mum and minimum amount non-medi- 
cal limits on its “Econo” series of 
whole life policies. The previous 
“Econo” system called for Econolife 
for amounts of $5,000 to $14,999, and 
for preferred risk Economaster for 
amounts of $15,000 and above. Econo- 
master is written only with a medical 
examination. At ages where the new 
non-medical limit is $25,000, the max- 
imum amount on Econolife has been 
raised to $24,999 and the minimum on 
Economaster changed to $25,000. In 
these special cases, Econolife will be 
written with Economaster’s lower per- 
thousand premiums, but with Econolife 
dividends and other values. 


State Mutual To Provide 
Speakers For Mass. Civic, 


Business, Service Groups 


State Mutual Life has inaugurated 
a program service for community, 
civic and service clubs, and for busi- 
ness and professional groups in Mas- 
sachusetts. Over 200 such organiza- 
tions are being sent copies of the 
company’s new speakers bureau kit as 
an aid in planning their meeting pro- 
grams next fall. 

The kit contains speech outlines on 
a variety of topics, as well as pictures 
and biographical material on the State 
Mutual executive who will give each 
talk. 

The speeches cover such topics as 
“Communications—Bridge to Under- 
standing,” “Why Spend Money on 
Civil Defense?” and “Politics Is Every- 
body’s Business’’—all subjects of inter- 
est to a wide range of audiences. Of 
particular concern to business and pro- 
fessional groups are topics such as 
“Practical Office Management,” “Es- 
tate Planning—Key to Security” and 
“A Practical Approach to Supervisory 
Training.” 


Youngstown, O., Assn. Elects 
Youngstown (O.) Assn. of Life Un- 
derwriters has elected Kenneth W. 
Shutt president, succeeding Paul M. 
Scherer. Walter Stoiber was named 
lst vice-president; Charles Clifford, 
2nd vice-president; John Kyle, secre- 
tary, and Gilbert Hansen, treasurer. 
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MAKING NEWS IS OUR BUSINESS- You'd be surprised at how often Continental 
Assurance figures in the news. On the front page and in those little human-interest items you find in the back 
sections. © Case in point: A pretty bride. A Continental Assurance policy sent her to college where she met her new 
husband. He has a low-cost Continental Assurance Group policy where he works—Carol will be protected by it, 
as will their youngsters, in the years ahead. And a Continental Life policy will shelter this new family unit as it 
grows. © Yes, Continental Assurance makes news by bringing uncomplicated insurance to millions of people—as 


groups or individuals. Talk Continental with your insurance consultant . . . your friend. You'll like what you hear. 







voces Continental Assurance 
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Nn S) . S . N EWS A member of Continental-National Group 
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Deterred Payments 
On Bill At N.Y.C. 
Agents Annual Meet 


Deferred compensation, from the 
point of view of both the life agent 
selling it and the tax lawyer who 
plans it, was the subject of discussion 
at the annual meeting of New York 
City Life Underwriters Assn. in the 
Hotel Astor. 

Speakers were Harold M. Covert, 
Mutual Benefit Life, Allentown, Pa., 


FeNATIONAL UNDERWRITER 


and David Stock, New York attorney. 

At the same meeting, Harry Phillips 
III, Penn Mutual Life, was elected 
president of the association. Other of- 
ficers elected were Robert I. Curran 
Jr., Massachusetts Mutual, administra- 
tive vice-president; Arthur H. Bikoff, 
Aetna Life, educational vice-president; 
Alfred S. Howes, Connecticut Mutual 
Life, membership vice-president; Ben- 
jamin L. Stern, New England Life, 
public relations vice-president, and 
Gerald H. Young, Prudential, treasurer. 

Elected directors were Leo Bayard, 
Union Central Life; Herbert L. Lee, 


Prudential; David N. Sugarman, inde- 
pendent; John H. Ames, Mutual Bene- 
fit Life; Charles N. Barton, Union 
Central Life; Shelley S. Goren, Mu- 
tual of New York; Murray S. Klein, 
Metropolitan Life; Stuart K. Miller, 
Mutual Benefit Life; James J. O’Meara, 
John Hancock; Charles Schaumburg 
Jr., Metropolitan Life, and B. William 
Steinberg, Massachusetts Mutual. 
Mr. Covert, whose speech tended to 
lean towards the inspirational side, 
said that any form of deferred com- 
pensation—including stock bonus 


(CONTINUED ON PAGE 22) 





COMPANY 


REAT? 


There is no universal yardstick for 
measuring a life insurance company’s 
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WHAT 
MAKES A 


greatness. 


amount o 


is held in its own industry. 


Our yardstick requires a well-bal- 
anced quantity of all these factors. And 
most importantly, the highest regard for 
operating principles assuring the utmost 
in benefits for policyholders, stockhold- 


and the regard in which 


ers, and all company personnel. 


We feel that strict adherence to this 
yardstick has made the Equitable Life 


Insurance Company of lowa a truly 


great company. 


Equitable LIFE INSURANCE COMPANY OF IOWA 


FOUNDED 1867 - DES MOINES 


h variance in the 
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At ALC Regional 
Life Men Advisec: 
‘Count On Change’ 


Almost everyone is predicting stabj). 
ity for at least the remaining portio, 
of 1960, Carleton G. Lane, senior vice. 
president investments, Union Mutug 
Life, declared at the regional meet. 
ing of American Life Convention jp 
Indianapolis. “I believe we shouj 
count on change and plan our inves. 
ments in such a way that the uney. 
pected does not bring disaster,” }, 
added. 

Mr. Lane, who is vice-chairman 4 
ALC’s Financial Section, cautiong 
his audience that he was not an ep. 
nomist and that his remarks were no 
“authoritative,” but he called atten. 
tion to a book written by Humphre; 
B. Neill on the theory of contrary 
opinion—that the more unanimous ap 
expectations, the less likely anticipate 
conclusions are to follow. 

“... Right now we are in anotlie 
period when talks and aarticles 4. 
tributed to economists seem to poin 
to a common ghost writer,” he said 
Gross national product, which is cw. 
rently hovering around 498, is expecte; 
to average 500 for the year. Consume 
prices will maintain the relative stabi. 
ity which they have shown since th 
third quarter of 1959. New housing 
starts will be in the neighborhood ¢ 
1.2 million, which if true will equal th 
January annual rate. Bond and mort. 
gage prices will fluctuate around cu. 
rent levels. 


Others Predict Boom 


On the other hand there are thos 
who are predicting boom develop. 
ments as the year progresses, basing 
their forecasts on recently reported in- 
creases in automobile sales, high ex. 
pectations of capital goods _ inves. 
ments and the improved consume; 
credit picture. “Of course, there are: 
few harbingers of gloom with ther 
eyes leveled on the poor picture that 
steel production figures are making 
their interpretation of automobile ani 
truck output statistics and the ter 
rible effects of foreign competition. Al- 
though the weight of opinion seem 
to be heavily on the side of stability, 
we are all aware of how unique such 
a situation would be. For this reason 
alone, I believe we should count a 
change.” 

The personal insurance business i 
predicted on the functioning of the 
law of averages, the speaker noted 
Although most companies’ experience 
varies from the averages, over a pet 
riod of time the averages will wor 
out. “Within this framework, ther 
are many opportunities for imagin- 
tive thinking. Life insurance _ inves- 
ment officers should be, and most of 
them are, constantly searching fo 
more and better ways to use the money 
at their disposal to improve the posi 
tion of their policyholders and stock- 
holders and to contribute to the eco 
nomy of a region or of a nation.” 


Need Diversification 


Pioneering in these fields is to 
commended, he declared, provided the 
principles of proper diversification af 
not overlooked. One phase of currett 
new interest developments is causing 
a great deal of discussion—incentive 
financing. “We must ever be alet 
that we do not use the law of avel- 
ages ‘as a shield behind which ow 
thinking stagnates.” 

Northern Founders of Bismarck, 
N.D., has been licensed in Montana 
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Social Scientist 
Unit To Advise Pru 
On National Trends 


Prudential has established an ad- 
visory council of five social scientists 
who are specialists in those fields that 
are likely to have an important effect 
on the principles and practices used by 
business organizations in the future. 

The council, called the presidents’ 
advisory council on research, is com- 
posed of William J. Baumol, professor 
of economics and sociology at Princeton 
University; J. K. Galbraith, professor 
of economics at Harvard University; 
Harold D. Lasswell, professor of law 
and political science at Yale Univer- 
sity; Paul F. Lazarsfeld, professor of 
sociology and chairman of that de- 
partment at Columbia University, and 
William F. Whyte, professor of the 
New York State school of industrial 
and labor relations, Cornell University. 

Prudential President Carrol M. 
Shanks said, “It is our belief that, in 
meeting the challenges of the future, 
we will greatly benefit from the skill, 
imagination, opinion and research of 
outside experts, and thereby better 
fulfill our obligations to our policy- 
holders and to the American public.” 

He explained that the council would 
work with him through the company’s 
planning and development department 
and would advise on trends in the 
American society as they affect Pru- 
dential. Among the subjects are: 

—The society of the 1960s and its 
demographic, economic, political and 
social trends. 

—The present and developing needs 
for insurance. 

—Problems that will confront a mu- 
tual insurance company in the future. 

—A review of the company’s re- 
search activities. 

Members of the council will advise 
individually on developments within 
their special fields as they might af- 
fect Prudential operations. 
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...IT’'S A WAY OF LIFE! 
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New Handbook Ready For 
No. Cal., Hawaii And Nev. 


A new Underwriters Handbook of 
northern California, Hawaii and 
Nevada has just been published by 
the National Underwriter Company. 
It provides complete and up-to-date 
information on the agencies, compa- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
these states. Copies of the new 
northern California, Hawaii, and 
Nevada handbook may be obtained 
from the National Underwriter 
Company at 420 East Fourth Street, 
Cincinnati 2, Ohio. Price $15. 











Revised NALU Committee 
Reports Made Available 


Revised printed reports covering the 
1960 midyear meeting deliberations of 
NALU committees have been distri- 
buted to members of NALU’s national 
council. The council, which is NALU’s 
deliberative body, is made up of the 
presidents and national committeemen 
of local and state associations, NALU 
past presidents, chairmen of standing 
committees and conferences and 
NALU trustees. 

A limited supply of the printed re- 
ports is also available on request to 
NALU headquarters in Washington, 
D.C. 


Midland National Life Holds 
Awards Dinner At Home Office 

Midland National Life held a special 
award dinner at the home office at 
which Edward Downs, Aberdeen, 
S. Dak., was named man of the year. 
Other local men honored were Aaron 
Griepp, Watertown, pace setter of the 
year, and C. E. Allen, Watertown, lead- 
ing A&S writer. Out of state winners 
included Wachs-Feiga agency, North 
Hollywood, top new agency; J. N. Mul- 
ligan agency, Minneapolis, regular life 
business, and Henry Johnson, San 
Jose, rookie of the year. 
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CASUALTY COMPANY believes... 


Men gravitate to what is BEST for 
themselves and their families. 


Why not investigate NOW one of the most talked about 
companies in America and learn the startling facts about 
Democracy in action—through the outstanding contracts 
and policies of Ail American Life & Casualty Company. 
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Shanks Says Two 
Steps Are Needed To 
Outproduce Russia 


If the United States preserves its 
freedom-oriented and consumer-ori- 
ented economy and 
also takes steps to 
correct the neglect 
in the training of 
its labor force and 
in the incentives 
tor rapid replace- 
ment and modern- 
ization of capital 
equipment, this 
country “need 
have no fear of 
losing the  eco- 
nomic race to any 
socialist state,” 
President Carrol M. Shanks of Pru- 
dential told the annual convention of 
the New Jersey Bankers Assn. at At- 
lantic City. 

To aid plant modernization, Mr. 
Shanks proposed that the federal in- 
come tax law be amended to provide 
that whenever the seasonally adjusted 
unemployment rate in the United 
States exceeds a certain level—say 
544% of the labor force—substantial 
tax credits be allowed for plant and 
equipment purchased during such 
period. 


Would Not Hurt Economy 


This proposal, he said, would en- 
courage capital goods spending during 
cyclical downturns in the economy, 
lessening their severity; the increased 
production of capital goods would not 
be at the expense of consumer goods 
output, since the above-normal unem- 
ployment rate would indicate ability 
to add capital goods production with- 
out curtailing other output; it would 
not affect Treasury revenues appreci- 
ably because the increase in capital 
goods expenditures would stimulate 
higher incomes, thus providing an off- 
set against tax credits granted for 
capital goods purchases. 

“What I am suggesting, in effect,’ he 
said, “is that in place of a public 
works program during recessions we 
substitute a private works program.” 





Carrol M. Shanks 


Mrs. Smith Is Head Of 


Oklahoma Underwriters 


Oklahoma Home Office Life Under- 
writers Assn. has elected Mrs. Helen 
Smith, United Founders Life, presi- 
dent. She succeeds R. W. Megee, Stan- 
dard L.&A. 

Other new officers are William D. 
Hill, National Investors Life, vice- 
president, and Peggy Stover, Standard 
L.&A., secretary-treasurer. Virginia 
Black, Western Security Life, is pub- 
licity director. 
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San Antonio A&H Assn, 
Hears Of Business Man 
Market Potential 


The potential of the business map 
market for disability insurance ha 
been underdeveloped and 80% of the 
business men have no disability coy. 
erage whatsoever, Walter McKenzie 
Jr., Southwest Indemnity & Life, Cor. 
pus Christi, declared at the May meet. 
ing of San Antonio Assn. of A&H Un. 
derwriters. 

Ralph J. McCartney, Occidental of 
California, was installed as president 
of the association. Other new officers 
are Joseph Davenport, Great American 
Reserve and Wesley T. Moeller, Pry. 
dential, vice-presidents, and Carroll ¢ 
Preston, Guarantee Mutual Life, see. 
retary-treasurer. 

Mr. McKenzie said there are 4% 
million businesses in the U.S., and for 
every one that is affected by death of 
the owner, key man or employe, 99 wil 
be affected by disability. The potentia] 
buyers of disability insurance, he said, 
are the partnership or corporation 
which needs protection against the loss 
of the key man, a company setting up 
a pension plan, companies which are 
buying group insurance, and the indi- 
vidual who may need income replace. 
ment. 


Problem Is Obvious 


The problem of the sole proprietor 
is obvious, he said. It is simply a ques- 
tion of whether the business is to be 
continued or closed, and the prospect 
who thinks his wife is going to con- 
tinue to run the business after his de- 
mise is deluding himself. 

The disability hazard is doubled in 
a partnership. Each partner is impor- 
tant to the operation and a double 
burden is placed on the partner who 
continues the business. The buy and 
sell agreement is not the answer to un- 
expected disability, Mr. McKenzie de- 
clared. 

He commented on the event of long 
term disability when the partnership 
firm cannot afford to pay the disabled 
partner for more than six months. He 
emphasized that the waiver of premium 
clause does not meet the conditions 
when partners are called upon to share 
their earnings with the disabled men- 
ber. Only disability coverage can as- 
sure an income for the disabled busi- 
ness man. 


Edson Elected President 
Of Flint A&H Assn. 


Flint Assn. of Accident & Health 
Underwriters has elected Edward 0. 
Edson president to succeed Mrs. Mar- 
garet J. McLavish. Gerald E. Noff- 
singer and James A. Vierheilig are 
vice-presidents and Mrs. Blanche I. 
Ritter was named secretary-treasurel. 





Bryon K. Elliott, 
president of John 
Hancock, left, pre- 
sents the compa- 


ny’s award for 
outstanding 
achievement to 


Charles O. Jenn- 
ings, Los Angeles, 
who led Hancock 
agents in 1959 
ordinary premi- 
ums. Accompany- 
ing her husband at 
presentation cere- 
monies is Mrs. 


Jennings. Award 
was made at the 
Agency Leaders 


meeting in Mont- 
real. 
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DRIVE EXTRA 
CAUTIOUSLY 
WHEN YOURE 





DONT DRIVE AFTER TAKING 
CERTAIN MEDICINES 








Traffic signs 
you don't see 


...but should always 


remember 


The “traffic signs” shown here are as 
vitally important to your safety as the 
familiar ones you see posted along our 
streets and highways. Let’s consider 
these “signs” and just how they could 
help you avoid accidents. 

Drive extra cautiously when 
you’re upset. When you're worried or 
upset you may not give the alert atten- 
tion to driving that today’s highway 
conditions require. This is the cause of 
many needless accidents. Emotional 
stability is as important as any single 
factor in maintaining traffic safety. 

Be sure your eyes are all right. 
Have your eyes examined regularly. If 
you notice changes in vision between 
examinations, see your doctor for 
another eye test. To reduce eye strain, 
wear properly fitted sunglasses, but 
take them off after dark. 

Never drive after drinking. No 
driver can take much alcohol without 
becoming a menace to himself and to 
others. Always remember that alcohol 
and gasoline are a dangerous combi- 
nation and inexcusable! 


Stop when you feel tired. Driver 








ON LONG DRIVES 


AT THE 
WHEEL 






BE 
SURE YOUR 


EYES 


ARE ALL 
RIGHT 


fatigue plays a part in many accidents, 
especially those that occur at night. 
With increasing fatigue, driver efficiency 
falls, until finally, nodding at the wheel 
results. Accidents that occur when the 
driver is dozing are generally very seri- 
ous ones. 

Don’t drive after taking certain 
medicines. Sedatives may dull your 
reflexes; tranquilizers can cloud your 
judgment. Ask your doctor about the 
side effects of drugs, including antihis- 
tamines and cold tablets. 

On long drives, take turns at the 
wheel. Share the driving with others— 


TAKE TURNS 








WHEN YOU FEEL 
TIRED 


or stop now and then for a rest or re- 
freshment. Prolonged driving—and its 
attendant eye, muscular and nervous 
strain—can impair your efficiency with- 
out your being aware of it. It’s wise for 
drivers to rest at least every two hours 
on long trips. 

Drive only when you're physically 
and mentally fit, and keep both hands 
on the wheel—for your own safety and 
that of your fellow motorists. 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 


Metropolitan Life 
INSURANCE COMPANY® 


A MUTUAL COMPANY, 1 MADISON AVE.,N.Y.10, N. Y. 
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O’Connor, U.S. Rep. Debate In Chicago 


(CONTINUED FROM PAGE 2) 
insurance, 80% will be covered by 1965 
and 90% by 1970. 

Mr. O’Connor’s address was almost 
identical to what he had presented be- 
many groups throughout the 
although he did bring those 

in attendance—all executives of var- 

ious industries located in and 
around Chicago—up to date with re- 
gards to the many and varied pro- 
’ grams of medical care now pending 
in Congress. He concluded his pre- 


fore 
country, 





pared address by noting go. the 
Mills proposal would cost about $325 
million a year—the estimated cost 
to the government being $185 million 
and that of the states $140 million. 


Funds For Payments 


Mr. O’Connor said the government 
would provide funds for payments for 
benefits under an approved state plan 
in accordance with an equalization 
formula under which the federal share 
would be between 50% and 65% of the 


costs depending upon the per capita 
income of the state. This is the same 
formula now used for old age assist- 
ance payments. 

At this point, the long-awaited 
Rep. Pucinski arrived, bulging brief- 
case in hand. He immediately dis- 
agreed with Mr. O’Connor on the 
logic of having the states share in the 
expense. He said that few states 
could (or would even if they could) 
be able to match what the government 
could put up. 

Mr. Pucinski then launched into a 
discussion of the subject, which, not 
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are discovering every day... 


valuable employees, prevents 


and increases efficiency by retiring over-age personnel... 
most “Small Business Men” feel theyre too small to do anything 
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of small business. Here is a Pension Trust Plan that you have been 
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surprisingly, contradicted almost 
every one of Mr. O’Connor’s points 


To Mr. O’Connor’s assertion that if 


is unfortunate that the entire sub. 
ject has become a “political footbal) 
(he noted that important amendment; 
to the social security act have bee 
voted in successive, even-numbere 
years since 1950), Mr. Pucinski stateg 
he thought it was a good thing the 
subject was debated in election years 
The public is more aware of what js 
going in Washington at that time, he 
said. Congress is accordingly forced ty 
take a more active interest in what 
it is the public really wants and ex. 
pects of its elected officials. 

Mr. Pucinski said that contrary t 
an often stated view that social se. 
curity is some sort of “handout,” the 
act is true “pay as you go.” A Citizen 
contributes to the fund during his 
active and productive years and draws 
from it when he becomes in need of 
help during his later years. 

Mr. O’Connor then rose to quote 
Health, Education & Welfare Secre. 
tary Flemming to the extent that the 
social security act is not insurance; it is 
merely welfare. Mr. Pucinski was 
quick to disagree. He said what one 
administrator may have to say is no 
valid test, since another administrator 
could just as easily be found who 
would say the opposite. He said the 
courts have held that the act is a form 
of insurance. 

A friendly spirit prevailed as the 
meeting—much to the evident disap- 
pointment of the audience—was un- 
avoidably compelled to close. Mr, 
O’Connor said there was no question of 
what had to be done; the point of de- 
parture was only how it was to be 
accomplished. Mr. Pucinski readily 
agreed to this and quoted House Ma- 
jority Leader McCormack: “The road 
to progress is reasonable compromise,” 


Atlantic Life Accidental 


Death, Dismemberment Plan | 


Is Non-Can And Renewable 


Atlantic Life has introduced a non- 
cancellable, guaranteed renewable to 
age 65 accidental death and dismem- 
berment policy. 

The policy is being made available 
with a choice of face amounts, $25,000 
or $50,000, both with double indemnity 
if desired, and may be written on 
classes AAA, AA and A between ages 
21 to 60. 

A settlement option provides either 
death or dismemberment benefits pay- 
able over a period of 5, 10, 15 or 20 
years. The option may also cover ben- 
efits payable under the double inden- 
nity rider, which is effective if death 
is caused by certain specified travel 
accidents, including scheduled airlines. 


Pacific National Reports 
On Prescription Drug Plan 


Pacific National Life’ group health 
insurance plan providing for prepaid 
drug prescriptions is receiving con- 
siderable attention in Fresno, accord- 
ing to a company release. The drug 
prescription insurance is part of 4 
regular policy offered by the company 
enabling any group policyholder with 
prescription coverage to have his pre 
scription filled at California Pharma- 
ceutical Assn. member drugstores 
without having to make payment o 
file a claim himself. The druggist col- 
lects for the drugs from the company 
through an administrative agency. The 
plan was launched April 1 as part of 
an expanded pilot study started in 
Santa Clara County, Cal., last October 


. by Pacific National. 
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Call Na { ion wide n OW. a «for full information about the most 


exciting new Group Annuity Plan ever offered! Designed especially for small busi- 
ness firms (as few as three employees), Nationwide’s Retirement Security Plan re- 
duces administrative costs, puts premium dollars to work for benefits. Benefits for 
key stockholder-employees up to $96,000 cash, or up to $670 a month after retire- 
ment, with rates and benefits guaranteed for life. Simplified administration ... 
no trust agreements...no individual policies mean satisfied employers. For you— 
liberal original commission plus renewal fees. Fifty skilled specialists in the field to 
bring you local, qualified service. 
Contact Nationwide now! Call 
collect or write: Bob Vanderbech, ATIONWIDE 
Pension Sales Manager, 246 North . p America's most progressive insurance organization 
High Street, Columbus 16, Ohio. deal 

Phone: CApital 8-4711. 
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should provide life agents with theaway with anything the laws alloy 


Editorial Comment 


Reversal Of Arden vs Freydberg Award 


We're disappointed at the New York 
appellate division’s reversal of the 
$17,692 award that an agent won last 
November against two clients who 
got him to work up an insurance plan 
for them and then had the controller 
of one of their corporations licensed 
as an agent to write the case. 

We know that some people in the 
agent’s plight, feel it would be a 
bad thing for the future of life insur- 
ance selling to have the decision 
stand. They feel it might make pros- 
pects fearful that any conversation 
with an agent could be made the basis 
for contending that an oral agreement 
existed to buy insurance from him if 
any should be bought. 

However, the circumstances of the 
present case are sufficiently different 
from the typical sales interview so if 
upheld it could hardly be cited as a 
precedent for aileging the existence 
of an oral contract unless the agent 
had done a lot of work in a difficult 
type of situation under conditions 
strongly indicative of an understand- 
ing that the agent would write the 
business if anybody wrote it. Uphold- 
ing of the Arden claim might scare a 
few gun-shy prospects, but not if they 
had the slightest understanding of 
the circumstances surrounding the 
case. Hence we hope Mr. Arden 
will appeal to the New York court of 
appeals, the state’s highest tribunal, 
and get his award reinstated. 

Whatever the outcome, the case 
spotlights a situation that has been 
getting worse and worse, especially 
in some of the larger cities. The lar- 
ger the case, the more temptation there 
is to take the trouble to channel the 
correspondingly large commission to 
someone whom the buyer wants to 
favor more than the agent. Sometimes 
a buyer’s wife is the one licensed. 

In some quarters the agent is con- 
sidered fair game, someone to be led 
on to supply his services gratis in the 
hope of writing business. Then the rug 
is yanked from under him, and there 
is little he can do about it. Often, of 
course, he may believe he was beaten 
by another career agent with a more 


appealing plan, when actually Mr. 
Prospect had merely picked Mr. Ag- 
ent’s brains and then got Mrs. Pros- 
pect licensed to write the precise 
plan that had been proposed by Mr. 
Agent. 

The obvious  precaution—though 
it’s easier said than done—is to get 
something in writing. This point is 
underlined by the appellate court’s 
strong implication that a _ properly 
drawn written agreement would have 
justified the jury’s award. The opin- 
ion points out: “There was no agree- 
ment in writing between the parties.” 
Even an oral agreement would appar- 
ently have been binding—if its exist- 
ence could have been proved to the 
court’s satisfaction. But five justices 
said the proof the plaintiff offered was 
not sufficient to establish the exist- 
ence of “the unusual agreement he 
alleges in his complaint.” 

Unfortunately, getting an agreement 
in writing is a lot less simple than it 
sounds, even if done informally by an 
exchange of letters. Even the sug- 
gestion that there should be such an 
agreement may queer the sale by mak- 
ing the prospect feel that the agent 
doesn’t trust him. 

Then there’s the timing of the re- 
quest for an agreement. If it’s too 
early in the sales process, the prospect 
can honestly feel he knows too little 
about the proposed purchase to commit 
himself to buying from that partic- 
ular agent. And further along in the 
negotiations the agent may feel he 
has invested so much time and effort 
that he’d rather take his chances on 
being betrayed than risk the pros- 
pect’s ire by asking for a written 
agreement. 

Another problem is consistency in 
making these requests. If the agent 
fails to seek a written agreement in 
every case, it looks as if he asks only 
when he feels there is reason to dis- 
trust the prospect, either because of 
his opinion of the prospect’s ethics or 
because the size of the commission is 
such as to stir the greed of an other- 
wise ethical buyer. 

It’s been suggested that the law 


same kind of commission protection 
that real estate agents enjoy in most 
states. But the real estate agent’s 
recourse is against the seller, who pays 
the commission, not against the buyer. 
Even in the unlikely event that a law 
could be obtained to compel a life 
company to pay the sale commission 
only to the agent who initiated the 
case, it is difficult to see how a law 
could be framed to prevent the pros- 
pects’ wife from getting herself li- 
censed in a different company offer- 
ing an identical or closely similar plan 
of insurance. 

The nearest thing to an answer 
seems to be better and more rigidly 
enforced licensing laws aimed at dis- 
couraging the one-case writer. As 
things stand now, even in New York 
with its reputedly strict regulatory 
standards, the law is an open invi- 
tation to the buyer who has no scrup- 
les against doing the agent out of the 
commission he has earned. 

What is needed is a change in the 
law to provide heavy fines and the 
disgorging of commissions where it 
can be shown conclusively that the 
licensee embarked on a phony insur- 
ance career for no other purpose than 
to collect the commission on a single 
juicy case. It would doubtless be im- 
possible to frame a law that would 
bar every conceivable variation of the 
one-case agent technique. 

But a law aimed at the one-case 
agent in situations like those we’ve 
been talking about would have two 
important effects: It would make it 
difficult for a one-case agent to get 
licensed and collect the commission. 
The need for extreme ingenuity and 
diligence to get around an anti-one- 
case law is enough to discourage a lot 
of people who would try the one-case 
approach under the present system 
in which the only hurdle of conse- 
quence is the laughably easy licensing 
examination. 

The other deterrent effect is this: 
A great many people who would not 
hesitate to do an agent out of his 
commission when he’s defenseless, as 
he seems to be under the present New 
York law, would feel pretty squeam- 
ish about getting involved in some- 
thing that could result in a heavy 
fine and a demand for the return of 
the commissions paid to one one-caser. 

Even the many citizens who think 
it’s only smart business tactics to get 
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i 4 fraciw 
are generally quite cagey about Step.[incurred 
ping over the line that separates thin up; a 
legal from the illegal. They don’t like {fered a t1 
the prospect of fines and diszorge Mary, °: 
ments, of course, but perhaps eye, were take 
more they dislike the stigma cf ge, piriver of 
ting caught and having to pay thp% en 


penalty for an illegal act. Among ae 
their fellows they’d be ashamed not ¢ property. 
their immorality but of their sty. , 
pidity. And that hurts. . 
We believe a law could be frame o— hon 


that would cut down “one-casing” t)(¢ Canadi 
miniscule proportions. Provision} treasure 
should be made so that agents anfears and 
agents’ associations could help jg} foundir 
enforcement by submitting evideng titY Boé 
of infractions. The place to start apts rie 
New York, because all the indica. d 

tions are that New York City is th| Leland 

worst one-case spot in the country, } assachus 
it can be controlled in New York City, id iy ip 
other states will be encouraged to take tion 
similar action where needed.—R.BYy 'almbach 


Divided We Fell jms! 


springfielc 
ane lette 
In last week’s editorial on the jp. tions to ed 
surance business’s terminological con.| General 
fusion, we inadvertently added a little pntes, pres 
of our own. We used the word “ney.}s shown a 
speak” to designate the words anqpnited Stat 
phrases invented by companies to add , 
something distinctive to their me. 
chandising, but unluckily the wom{ 
came at the of a line of type and wa 
divided not into “new-speak” but} 
“news-peak.” 
Before anyone writes in to ask how 
a glut of news could possibly have } 
anything to do with the merchandising ~ 
of insurance we hasten to offer the 
foregoing explanation. Probably 
should have played it extra safe | 
made it ‘“new-speak,” complete 
hyphen. We thought about it, but 
cided to leave it the way George 0 
well invented it for his book “1994? 
We liked the slightly grotesque effett| 
of the unhyphenated version. Unfor- 
tunately, it resulted in more gro-fy in Guat 


tesqueness than we’d bargained for—fim are Alf 
RBM. iff the new 


. Taracido 
ernational 
agencies. 


Pp Frederic | 
ersonals tral Americ 
chairman + 
t. Louis Ar 
Edmund Fitzgerald, retired boarifAmerica. Tt 
chairman and former president North-fin Novembe 
western Mutual Life, received an hon-portraying a 
orary doctor of law degree at the 107thfuring recen 
commencement of University of Wis- Henry F 
consin. In an address at the annua} eae 
honors convocation, Mr. Fitzgerald eedinary 
: : ioe if Colonial L 
outlined five requirements for a sat-}j or of scienc 
isfying life of progress. acum lauc 


T. S. Burnett, president Pacific Mu-["sity. 
tual Life, has received a distinguished] Guilford I 
service citation from his alma matelfife and Cas 
University of Kansas, “in recognitiobipal addres, 
of outstanding contributions to thefxercises of 
welfare of mankind.” He was one febanon, Ten 
five nationally prominent figures 0 










Fi 


iS 





receive the citation at the university’ gg J 
commencement excercises. mewent of 
ntly induct 


Oliver R. Aspegren Jr., genera Ptiversity ch 
agent Ohio National Life, Chicago,f® insurance 
while driving home from church J] Allen M. B 
Sunday with his family was involvlfrojects of N 
in a collision with another car at {thor of the , 
intersection near his home in subllind the Imag 
ban Evanston. His youngest S%fok for put 


Richard, 9, was killed. Mr. Aspegt!feloping the 
sustained several fractured ribs f 


hed by Sci 
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WS alloy , fraciured vertebra; his wife, Ida, 
out step.fincurred face cuts and was badly shak- 
rates thn up; another son, Adolph, 16, suf- 
don't like[fered 2 fractured neck, and a daughter, 
dis Zorg. Mary, suffered a broken hand. All 
ADS eve, were taken to Evanston Hospital. The 
a of Hriver Of the other car, a 16-year old 
Bet. hoy, Was charged by the Evanston po- 
Pay thf with speeding, failure to yield the 
Among ight of way and destruction of city 
ed not og property. 


reir sty. Allan B. Yeates, public relations 


ind advertising director of Prudential, 

e framei}as been elected president of Assn. 

asing” t)(¢ Canadian Advertisers. He has been 

rOvision} treasurer of the association for three 

ents anvears and his work was instrumental 

help it founding Canadian Advertising Ad- 

evil isory Board. He is also vice-chairman 

\¢the advertising section of Canadian 
start SF ife Officers’ Assn. 

» indica. | 










Leland J. Kalmbach, president of 
assachusetts Mutual, received hon- 
untry. lft ary degrees from two Springfield 
ork City, olleges early this month. American 
d to take‘international College awarded Mr. 
—R.BMkalmbach a doctor of laws degree, 

nd a week later he received from 
I 


springfield College a doctor of hu- 
the jp. fions to education and community life. 








ane letters degree for his contribu- 


ical con-| General e Ingeniero Miguel Y. Fu- 
d a littlepntes, president of Guatemala, center, 
-d “ney. }s shown as he attends the opening of 
rds and nited States Life’s new general agen- 


Ss to add 
eir mer. 








in Guatemala City. Pictured with 

im are Alfredo Cohen, general agent 
bff the new agency, left, and Joseph 
. Taracido, United States Life’s in- 
ternational region superintendent of 
agencies. 


Frederic M. Peirce, president Gen- 
5 tral American Life, has been named 
chairman of the 1960 exposition of 
St. Louis Area Council, Boy Scouts of 
1 boarifAmerica. The exposition, to be held 
t North-fin November, will highlight exhibits 
an hon- portraying advances made in Scouting 
he 107thfuring recent years. 
of Wis- 





Henry F. de Mena Jr., manager of 
ite ordinary underwriting department 
if Colonial Life, has received his bach- 
Sal bor of science degree, graduating mag- 

la cum laude, from Seton Hall Uni- 
fic Mu-fersity. 
guished} Guilford Dudley Jr., president of 
1 mater ife and Casualty, delivered the prin- 
ognitio fipal address at the commencement 
to thefxercises of Cumberland University, 
; one Fflebanon, Tenn. 
sures 10 
versity’s 





Clarence J. Myers, chairman and 
tesident of New York Life, was re- 
ently inducted into the New York 
general iniversity chapter of Iota Nu Sigma, 
Chicago, insurance honorary society. 


rch lé'} Allen M. Bailey, director of special 
nvolv'Brojects of New York Life, is the au- 
r at {thor of the chapter, “Special Events 

subul-ind the Image,” appearing in the new 
st Sohfook for public relations men, “De- 
idly loping the Corporate Image,” pub- 
ibs a’tished by Scribner’s. In his chapter, 
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Deaths 


BROOKE CLAXTON, 61, vice-presi- 
dent of Metropolitan Life and general 
manager of its Canadian head office at 
Ottawa, died in Ottawa Civic Hospi- 
tal. In 1954 he resigned his post as 
Canada’s minister of national defense 
to accept the Metropolitan post. Mr. 
Claxton and his father before him 
had been identified with the company 
as legal counsel since it began opera- 
tions in Canada, as has Brooke Clax- 
ton’s son, John B. 

Brooke Claxton’s public career be- 
gan in 1940 with his election to parlia- 
ment. He was appointed parliamentary 
assistant to the late W. L. Mackenzie 
King in 1943 and became the first min- 
ister of health and welfare in 1944. He 
organized the department and set up 
the administration for Canada’s feder- 
al system of social security. He be- 
came minister of national defense in 
1946 and after World War II carried 
out a complete reorganization of de- 
fense. At the time of his retirement 
from public life, he was senior defense 
minister of the North Atlantic Treaty 
nations. 


ARTHUR E. JOHNSTON, 85, for- 
mer manager at Portland, Ore., for 
Northern Life of Seattle, died at Port- 
land of a heart attack. 


EVANS E. BOUCHER, 49, general 
agent at Lansing, Mich., for Kansas 
City Life, died of a heart attack. He 
went with the company in 1939 fol- 
lowing six years in the general insur- 
ance business, and he became a gen- 
eral agent for most of Michigan in 
1945. He was a CLU and a past pres- 
ident of Lansing Junior Chamber of 
Commerce. 


Wins Speicher Scholarship 


Donald R. Childress, associate dean 
of the college of business administra- 
tion of the University of Oklahoma, 
has been awarded the Paul Speicher 
CLU Institute scholarship and, as a 
result, will attend one of the CLU in- 
stitutes which will be conducted this 
summer by American Society of CLU. 

The scholarship is given annually 
to a teacher of insurance who is also 
a CLU, and is awarded in the memory 
of the late Mr. Speicher, who, at the 
time of his death, was president of 
Insurance R&R. The scholarship fund 
was made possible through gifts from 
his friends and relatives. 


Suit Against Southern United 


Dismissed By Montgomery Court 

Circuit court at Montgomery has dis- 
missed the action of W. C. Jennings 
against Southern United Life. In 1959 
Jennings brought suit alleging that the 
officers and directors of Southern 
United were incompetent and were 
mismanaging the affairs of the com- 
pany. 

The court held there was no gross 
mismanagement and that all require- 
ments of the department of insurance 
have been complied with and that 
stockholders have been furnished a 
report of the financial condition. 





Mr. Bailey explains how New York 
Life has used open houses, centennial 
tie-ins and other special events and 
promotions to create a favorable pub- 
lic attitude toward his company. 


Edward M. Karrmann, treasurer 
and controller of American United 
Life, has been elected a vice-president 
of Controllers Institute of America. 


Conventions 


June 22-25, Texas Life Underwriters, Browns- 
ville. 

July 7-9, International Assn. 
Counsel, annual, The Greenbrier, 
Sulphur Springs, W. Va. 

July 17-20, Consumer Credit Insurance Assn., 
The Greenbrier, White Sulphur Springs, 

W. Va. 

July 21-23, National Assn. of Life Companies, 
annual, Skirvin Hotel, Oklahoma City. 

July 25-29, National Insurance Assn., annual, 
Sheraton-Cadillac Hotel, Detroit. 

August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Canada. 

August 24-27, Federation of Insurance Coun- 
sel, annual, Bellevue-Stratford Hotel, Phila- 
delphia. : 

Sept. 11-16, National Assn. of Life Under- 
writers, annual, Statler & Mayflower Hotels, 
Washington, D. C 

Sept. 14-16, Society of Chartered Property 
& Casualty Underwriters, annual, Statler 
Hotel, Detroit. 

Sept. 18-21, International Claim Assn., annual, 
Whiteface Inn, Whiteface, N. Y. 

Sept. 21-23, Life Insurance Advertisers Assn., 
annual, Essex House, New York. 

Sept. 26, Fraternal Actuarial Assn., annual, 
Queen Elizabeth Hotel, Montreal, Canada. 
Sept. 26-28, National Fraternal Congress, an- 
— Queen Elizabeth Hotel, Montreal, Can- 

ada. 


of Insurance 
White 


Sept. 26-28, Life Office Management Assn., 
annual, Royal York Hotel, Toronto, Ont., 
Canada. 


Sept. 28-30, Society of Actuaries, annual, Edge- 
water Beach Hotel, Chicago. 


Oct. 10-11, Conference of Actuaries in Public 
Practice, annual, Pick-Congress Hotel, Chi- 
cago. 


Oct. 10-14, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 


Oct. 27-29, Midwest Management Conference, 
annual, French Lick, Indiana. 


Nov. 2-4, Institute of Home Office Underwrit- 
ers, annual, Statler Hotel, Washington, D. C. 


Nov. 14-17, Life Insurance Agency Manage- 
ment Assn., annual, Edgewater Beach Hotel, 
Chicago. 


Mass. Agents Elect Gorman 

Russell F. Gorman, assistant general 
agent of Massachusetts Mutual at 
Framingham, was elected president of 
Massachusetts Life Underwriters Assn. 
at its annual meeting at Worcester. 

Other officers elected were Robert 
W. Boas, John Hancock, West Rox- 
bury, 1st vice-president; Donald R. 
Duckworth, Paul Revere Life, Wor- 
cester, 2nd vice-president; Robert E. 
Lambert, Massachusetts Mutual, Bos- 
ton, treasurer, and Harold Bannister, 
Phoenix Mutual Life, Fall River, sec- 
retary. 


Hartford Fire Agents Are Briefed 


On Advanced Life Insurance Sales 

A series of regional meetings on ad- 
vanced life insurance selling for east- 
ern department agents of Hartford 
Fire were held in Bridgeport, Conn., 
Washington, D.C., Buffalo, and Hart- 
ford. The day-long sessions were con- 
ducted by John F. Guion, manager of 
advanced underwriting services for 
Columbian National Life, Hartford 
Fire’s life affiliate. 


Chicago Life Assn. Unit Elects 

West Suburban branch of Chicago 
Assn. of Life Underwriters at the May 
meeting in Oak Park, IIl., elected Ro- 
bert C. Gagan of Crown Associates 
president to succeed William E. D. 
Moore of State Farm Life. Other offi- 
cers named are Richard A. Tefo, Mu- 
tual of New York, 1st vice-president; 
Harold T. Voigt, Lutheran Mutual, 
2nd vice-president, and John W. Arm- 
strong, Prudential, secretary-treasurer. 

George H. Schuermann, Union Cen- 
tral Life and president of the Chicago 
association, performed the installation 
ceremonies. Speakers were Dr. Proc- 
tor Waldo, medical director Washing- 
ton National Life, and C. W. Mont- 
plaisir, Retail Credit manager, Oak 
Park. 
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Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. La Salle St., Chicago, June 14, 196@ 





















Bid Asked 

$ $ 
PEM TI csiccnsiiccsnissticvimiceec 8454 8612 
Beneficial Standard ............. 1334 15 
Business Men’s Assurance 4342 4542 
Cal.-Western States oo... 5214 56 
Commonwealth Life... 1842 20 
Connecticut General ........ 351 360 
Continental Assurance ... 149 155 
Franklin Life ..................... 73 75% 
Great Southern Life ... 67 72 
CORE NI vnkiciccscccaviccsiviccsses 18% 19% 
Jefferson Standard ....... 38 4012 
Liberty National Life . 5612 60 
Life & Casualty ............. 17 18% 
wife of Virginia ............. 49 51 
Lincoln National Life . 226 233 
National L. & A. ........... 98 102 
North American, Il. 1252 14 
Nw. National Life ..... 93 99 
Ohio State Life ....... 42% 46 
Old Line Life ............. 60 66 
Old Republic Life ............ 18%4 2012 
Republic National Life .... 35% 38 
Southland Life «0.0... 84 89 
Southwestern Life 2.0... 49 52% 
Travelers 83 854 
NE BIEL cniistncivimdatatunesniabiianinhict 49 514% 
Whi RI, sicksccsccessessssevs 39% 41 
Washington National 472 51 
Wisconsin National Life ............ 32%2 37 


Continued Rising Blue 
Cross Rates In N. Y. 


Deemed Unavoidable 

Continued rate boosts by the eight 
New York Blue Cross plans cannot be 
avoided if hospital costs in the state 
remain as they are or, of course, if 
they increase at the rate expected, 
according to a Columbia University 
study conducted by a group headed 
by Dr. Ray E. Trussell, chairman and 
De Lamar professor of administrative 
medicine of Columbia University. 

The study into prepayment hospital 
plans in New York, of which the sec- 
tion on Blue Cross is the first of two, 
took two years to complete. A parallel 
study on non-profit medical and den- 
tal plans will be released at a later 
date. 

Without recommending any specific 
increase, the study pointed out that 
most Blue Cross plans in the state are 
operating on a current basis and “with 
due regard to legally required re- 
serves, expect to need a_ subscriber 
rate increase effective at least by late 
1960.” 

Associated Hospital Service of New 
York, the Blue Cross plan covering the 
New York City area, has filed with 
the insurance department for rate in- 
creases averaging 37.3%. 

Noting that wages and salaries com- 
prise two-thirds of the expenditures 
of hospitals, the study said that hospi- 
tal cost increases are inevitable be- 
cause hospital salaries can be ex- 
pected to continue rising. Blue Cross 
rates therefore, must increase accord- 
ingly. 

The study also pointed out that the 
public, in effect, has been receiving 
hospital care subsidized by underpaid 
hospital personnel. 

If the trend during the 1947-57 pe- 
riod is projected hospital costs can 
be expected to increase 50% by 1967, 
the study said. 


Cleveland A&H Men 


Elect Barrett President 

Cleveland Assn. of A&H Under- 
writers has elected William P. Bar- 
rett, Bankers Life & Casualty, presi- 
dent; Seymour Prell, Massachusetts 
Indemnity, 1st vice-president; An- 
thony Gall, Mutual Benefit H.&A., 
2nd vice-president, and Mrs. Veda 
Sutliff, Columbus Mutual Life, sécre- 
tary-treasurer. 





Ind. Sen. Townsend: 
Principles Of Insurance, 
Government Similar 


There is a marked similarity be- 
tween the principles of insurance and 
those of government, State Senator 
J. R. Townsend Jr., general agent 
Equitable of Iowa, Indianapolis, told 
Indianapolis Home Office Underwriters 
Assn. He said each represents the 
transfer of risk from the individual 
to the group. Taxes are the premium 
the citizen pays for having government 
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assume the responsibilities he trans- 
fers to it. 

Mr. Townsend said the insurance 
business has always contended that 
the risk-bearing services it sells are 
truly services. The business does not 
run its customers’ affairs for them and 
rarely does it tell them how they 
should conduct their affairs. The gov- 
ernment should be run accordingly. 


Expect Efficient Performance 


“We expect the government to 
perform its services efficiently, but 
most of us still do not want the gov- 


ernment to tell us what to do,’ Mr. 
Townsend stated. “This is exactly the 
point of conflict that sooner or later 
confronts a business man in the legis- 
lature. Are we aware that the more 
services we request of government, 
the greater its intrusion in our person- 
al affairs, business organizations and 
pocket-books?” 

Mr. Townsend declared that legisla- 
tors are constantly caught between 
demands for more services on the one 
hand and lower taxes on the other— 
and often simultaneously from the 
same person or persons. 


Sizzling Service is Dave Whitt’s Specialty 


Dave learned during his school years that profitable 
sales volume is earned by the products and services best 
suited to customer needs. He learned it by practical 
experience, through high school and college, as a part 
time employee behind White Castle restaurant counters. 

On his graduation with a B.S. degree from Butler 
University, Dave Whitt wanted opportunity .. . for a 
business career of sound growth in position and carn- 
ings. He found it with American United’s Group 


Insurance Department. 


Now, Dave’s getting ahead fast. American United’s 
“Partnership Philosophy” paves the way for his prog- 


ress—gives him the right ingredients to get and hold 


AMER'"4™ UNITED LIFE 
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DISABILITY -GU 
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-FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSTS -NON-CANCELABLE 
[WABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 


prospects into cli 


customers. Business is always “cooking” wherever Dave 
is working. He has the kinds of deals it takes to convert 


ents. 


Any hot group prospects? Contact Sherman Jenson, Vice President, 
Group—at the address below. The phone number is WA 3-7201 








LIFE 


The Compan 


HOME OFF 


ya ak-3 a Roe-Ueme Obenna-xe 





INSURANCE COMPANY 


y with the Partnership Philosophy 


ICE: INDIANAPOLIS, INDIANA 








June 18. 19% 


Deterred Payments 
On Bill At N.Y.C. 
Agents Annual Meet 


(CONTINUED FROM PAGE 14) 
plans, stock appreciation plans, prof; 
sharing and pension plans—had th 
effect on a corporation’s executives ¢ 
making them feel that they would q 
be millionaires if they just lived long 
enough. 


Market Created 


Thus, he said, their greatest worry, 
if they live long enough—creates , 
market for life agents, who can pm. 
vide the means of “backing up”’ they 
deferred compensation plans with lif 
insurance. 

Mr. Covert said that he limits hi 
prospects to publicly held corporation; 
of which some one-third on the vari. 
ous stock exchanges have some form 
of deferred compensation for a selec 
group of key personnel. 

Large publicly held corporation; 
however, tend to self-fund their plan; 
Key men in small closely held corpors. 
tions, worried about the continuity 9 
their firms, often resist deferred com. 
pensation plans because they can’t be 
certain their companies will stay jy 
business until they die. Thus, Mr. 
Covert said, he finds that his bes 
market is in the middle group of pub. 
licly held corporations, the ones tha 
are big enough to continue operation; 
for some time to come, yet small 
enough not to be able to do their ow 
funding. 


Field’s Biggest Problems 


Mr. Stock said that the one big 
problem in the deferred compensation 
field is the indifferent attitude execu- 
tives have about what they will & 
with the compensation when it js 
settled on them. In most cases, the 
deferred compensation will represent 
the bulk of their estates at death or 
retirement, yet most have never been 
told, or have no desire to learn what 
they should do with the compensation 
when they finally get it. 

They will designate a_ beneficiary, 
but never make provision for the pos- 
sibility that the beneficiary may pre- 
decease them. If, Mr. Stock asked, a 
beneficiary dies a year or five year 
after the executive, is not the bene 
ficiary’s estate then faced with a seri- 
ous estate problem? 


Lump Sum Preference 


In recent years, Mr. Stock noted, 
there has existed among top exect- 
tives a “great appetite” for lump sum 
distribution of deferred compensatio 
funds so as to take advantage of the 
capital gains tax treatment of such 
settlements. Also, lump sum payments, 
say the executives, provide greater 
flexibility for investment than do the 
relatively small spread-out payments 
that dribble in over a long period. 

However, Mr. Stock cautioned, 
should the executive die a year or 9 
after receiving the lump sun, his 
estate becomes open to estate taxation. 

Mr. Stock advised that deferred 
compensation recipients under quali- 
fied plans make the necessary 4 
rangements to receive retirement bet- 
efits ov:r a protracted period throug! 
purchase of, say, a life or 20-yea 
certain annuity. Then, any balance 
distributed at death would be entitled 
to estate tax exemption and, if payable 
in a lump sum at death, would stil 
be entitl:d to capital gains treatment. 

Ordinary sales of Interstate L.&A 
in the first four months of 196) 
totaled $31,282,886, a 3% increase. 
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Our career underwriters have always looked to Pilot for 
_ . g@tend-setting sales aids . . . but never have we seen such 
enthusiasm as greeted the presentation of our eight latest 
sales kits in a recent series of sales meetings held through- 
out our territory. 


Each kit is a complete selling tool in itself . . . with 
illustrated explanatory brochure to lay before the prospect, 
follow-through sales talk, proposal form, and application. 


Pilot’s fully coordinated new sales promotion program 
includes twelve separate merchandising folders . . . one on 
each of our most popular protection plans for men, women, 
children, the family, education, and retirement. 


The results to date prove again that with the right cover- 
age and the right merchandising aids, there is no stopping 
the right man on the job—the Pilot careerman. 
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FieNATIONAL UNDERWRITER 


Modification Of Keogh Alternate Given 


(CONTINUED FROM PAGE 1) 
fine earned income, in_ situations 
where both personal services and capi- 
tal are material income producing fac- 
tors, to be 30% but not less than $2,500 
of income earned from the trade or 
business.” 

“3. Owner-employe: Additional re- 
quirements for qualification would 
be placed on plans covering owner- 
employes. Owner-employes are defined 
as sole proprietors, partners with more 
than a 10% interest in the partnership 
and corporate employes who own more 
than 10% of the stock. In computing a 
person’s ownership interest, there is 
taken into account any interests owned 
by his spouse, ancestors and lineal de- 
scendants.” (No change by Senate fi- 
nance committee.) 

“4. Special rules for qualification of 
owner-employe plans: To qualify, plans 
covering self-employed or corporate 
owner-employes must contain the fol- 
lowing provisions: 


Early Payments Barred 


“(a) Benefits on behalf of self-em- 
ployed and corporate owner-employes 
must not be payable prior to age 59% 
except where there is permanent dis- 
ability or death. 

“(b) Distributions to self-employed 
and corporate owner-employes must 
begin at not later than age 70%. Dis- 
tributions to employes, other than 
owner-employes, under all plans would 
begin at not later than age 70% or at 
retirement, whichever is later. 

“(c) At the death of a self-employed 
or corporate owner-employe his inter- 
est must be either distributed within 
five years or used within that period 
to purchase an immediate annuity. 

“(d) A self-employed or corporate 


owner-employe (or a group of such 
owners) who controls two or more 
businesses would be permitted cover- 
age under the plan only if there is 
non-discrimination with respect to all 
businesses so controlled. 

“(e) A bank must be the trustee of 
a trusteed plan covering self-employed 
or corporate owner-employes if the 
plan is established after the enact- 
ment of the bill. 

“(f) Profit-sharing plans covering 
self-employed or corporate owner-em.-. 
ployes must provide immediate vested 
rignts for all covered employes and 
have a definite formula for determin- 
ing contributions. 


Social Security Provisions 


“(g) Plans covering self-employed 
or corporate owner-employes would 
not be allowed to take credit for social 
security benefits payable to employes 
for purposes of the non-discrimination 
rules unless the vested amounts con- 
tributed to the plan for their em- 
ployes are at least twice as large as 
the amounts contributed to the plan 
for themselves. 

“(h) Doctors and ministers who are 
not covered by social security would 
not be allowed to provide higher con- 
tributions and benefits for themselves 
than for their employes under the pri- 
vate plan on the ground that they are 
not covered by social security.” 

SFC modifications: “(a) through 
(e), no change; (f) neither existing 
nor newly established corporate profit- 
sharing plans would be affected by the 
immediate vesting requirement until 
Jan. 1, 1964; (g) and (h) no change. 

“5. Deductible contributions on be- 
half of self-employed or corporate own- 
er-employes: These would be limited 
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NOW... Colonial Life Offers 


Personal Accident & Health 
through its Guaranteed Renewable to Age 65 
INCOME PROTECTOR POLICY 


Providing Loss of Income Benefits 


Accidental Death Benefit 
OPTIONAL BENEFITS: 


@ Accident Partial Disability 


Me Colonial Life 


INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 


Affiliated with Chubb & Son, Inc. 


through Federal Insurance Company 


from $100-500 per month 
under 4 different benefit plans 


with various waiting periods 
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to the higher of (a) 10% of earned in- 
come or $2,500, whichever is less. 
However, if any one owner-employe 
owns more than a 50% interest in the 
business, to take this option he would 
have to give all covered employes im- 
mediate vested rights; (b) his share of 
an amount equal to one-half of the de- 
ductible contributions vested in the 
employes under the plan. Self-em- 
ployed and corporate owner-employes 
would not be permitted to increase the 
deductible contributions on their own 
behalf merely because they are cov- 
ered as owner-employes in two or more 
businesses. The above limitations are 
applied on a year-by-year basis with- 
out carryovers.” 


Coverage Can’t Discriminate 


SFC modifications: “To cover them- 
selves under qualified retirement 
plans, self-employed individuals would 
have to cover their employes, if any, 
on a non-discriminatory basis. The de- 
ductible contributions under a quali- 
fied plan for a self-employed indivi- 
dual, or corporate owner-employe 
owning more than 10% of the business, 
could amount to 10% of earned income 
or $2,500, whichever is less. If the re- 
sult is more favorable, the self-em- 
ployed individual could, as under the 
Treasury plan, deduct for himself up 
to half the amount of his vested con- 
tributions for his employes. 

“A corporation may contribute for 
owner-manager (a) as much as it con- 
tributes for its other employes or (b) 
amounts for owner-employes sufficient 
to finance pension amount to 20% of 
average salary for 10 years. Self-em- 
ployed and new owner-manager plans 
would be subject to these new limita- 
tions on Jan. 1, 1961, but existing cor- 
porate owner plans would not be sub- 
ject to them until Jan. 1, 1964. 


Subchapter S Corporations 


“Owner-employes of subchapter S 
corporations (small corporations which 
may elect to be treated as partnerships 
for federal income tax purposes) and 
personal service associations taxable 
as corporations would have the same 
limitations as self-employed persons 
except that plans already established 
by such organizations would not be 
limited by the bill until Jan. 1, 1964. 

“The requirements of the Treasury 
plan providing for non-forfeitable 
benefits on behalf of employes of the 
self-employed and corporations with a 
more than 10% owner were adopted 
with the following modifications: (a) 
the vesting requirements would not 
apply to existing corporate plans for 
three years, that is, until Jan. 1, 1964; 
(b) new corporate plans established 
after the effective date of the bill cov- 
ering a more than 10% owner would 
not be subject to the vesting require- 
ments until Jan. 1, 1964; (c) new plans 
of subchapter S corporations (small 
corporations which may elect to be 
treated for federal income tax purposes 
as partnerships) and associations tax- 
able as corporations would be subject 
to the vesting requirements immedi- 
ately if a more than 10% owner partici- 
pates in the plan. 


Would Have To Vest 


“A corporation using the one-for- 
one limit for owner-employes after 
1963 would have to apply it with re- 
spect to vested contributions with re- 
spect to other employes; and a corpora- 
tion with a more than 50% owner 
would then have to provide vested 
rights for employes if it is to provide 
up to 20% of average salary as a bene- 
fit for such owner-employe.” 

“6. Non-deductible contributions: 
Self-employed or corporate owner-em- 
ployes who have no covered employes 
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Pacific Actuaries 
Discuss Tax Law 
At Spring Meeting 


(CONTINUED FROM PAGE 2) 

West Coast Life, and B. R. Whiteley 
Standard of Oregon, discussed the 
considerations that enter into estab. 
lishment of sound underwriting limit, 
for group life. Data on hypotheticg 
groups had been submitted to 4% 
group managers, the returns serving 
as a basis for analysis of current prae. 
tices. 

Subject to statutory limitations 
Messrs. Martin and Whiteley declare¢ 
nearly all of the companies include 
in the survey are prepared to write 
a group of 15 employes and, where the 
average amount on each life is ade. 
quate, about one-third of the compa. 
nies would write up to $20,000 on the 
top salary classification in such aq 
group. A number will allow up to 
$50,000 in the same group, subject to 
evidence of insurability. It is clear 
they noted, that group underwriting 
rules are changing very fast. 


Discusses Medical Insurance 


E. H. Neuschwander, Fireman’; 
Fund, discussed medical insurance. He 
pointed out there are no “cost levels”. 
the appropriate expression is “cost 
slope,” as evidenced by the consistent 
pattern of increase in such costs over 
the past 20 years. Causes include in- 
flation, increased utilization and the 
introduction of new procedures and 
drugs. 

Increases in the available amounts 
of double indemnity and other acci- 
dental death coverage, including tray- 
el accident insurance, were discussed 
by John Hook, Standard of Oregon; 
John Thompson, Prudential, and H. 
J. Brownlee, Metropolitan Life. They 
stated new limits are certain to pro- 
duce more severe anti-selection. More- 
over, the current low claim rates ey- 
idenced by the recent studies repre- 
sent experience during a _ period of 
favorable economic conditions. These 
factors should be considered when 
revising limits or premium rates. 





would not be allowed to make non- 
deductible contributions. Those with 
covered employes would be allowed 
to make non-deductible contributions 
at the same rate as covered employes 
but not more than 10% of earned in- 
come or $2,500, whichever is less.” (No 
modification by finance committee.) 


Could Incur Penalties 


“7, Excess contributions: Where 
there is a contribution in excess of the 
permitted amount, no penalty would 
be imposed if the excess contribution 
with the income thereon is returned 
within six months after notice. In any 
case, excess contributions made wil- 
fully would be subject to substantial 
penalties.” (No modification by SFC.) 

“8. Premature distribution: Distri- 
butions to self-employed or corporate 
owner-employes cannot be made with- 
out penalty before the individual 
reaches age 59% unless he is totally 
or permanently disabled or unless the 
distribution is entitled to capital gains 
treatment under existing law. If eal- 
lier distributions are made, the tax 
generally cannot be less than 10% of 
the tax which would have been due 
had the amount been distributed pro 
rata over five years. In addition, 
where there is a premature disttl- 
bution the owner-employe would no 
be permitted to contribute to a plan 
his own behalf for five years.” (No 
modification by SFC.) 

“9. Loans: Loans on insurance 
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annuity policies are treated as dis- 
tributions for all purposes.” (No mod- 
ification by SFC.) 

“10. Capital gains: All covered em- 
ployes including corporate owner- 
employes, would continue to receive 
capital gains treatment on certain 
jump-sum distributions from quali- 
fied pension plans. Self-employed in- 
dividuals would not receive a type of 
capital gains treatment on such pro- 
ceeds but instead would receive a type 
of averaging. Total distributions on be- 
half of a self-employed individual 
distributed after he has attained age 
5912 or because of permanent dis- 
ability or death would be taxed by 
computing the tax on one-fifth of the 
amount and multiplying by five.” 
(No modification by SFC.) 


Could Buy Special Bonds 


“11. Bond purchase plan: The bill 
would permit the employer to estab- 
lish a qualified plan by the purchase 
for himself and his employes of a new 
type of government bond with or 
without the use of a trust. The amounts 
used to purchase such bonds would 
be deductible within the pension plan 
limitations. In no case would the pro- 
ceeds be given capital gains treat- 
ment. The employe would not be taxed 
until the bond is redeemed and the 
pond could not be redeemed until the 
employe attains age 591 or is disabled 
or dies. The bonds would not be elig- 
ible for the estate tax exemption if 
purchased directly under a_ bond 
purchase plan; however, where such 
bonds are purchased by a qualified 
trust they would be eligible for the 
estate tax exemption on the same 
basis as other assets distributed by 
the trust.’”’ (No modification by SFC.) 

“12. Prohibited transactions: Plans 
covering self-employed or corporate 
owner-employes would be subject to 
stricter prohibited-transaction rules 
than other pension plans.” 

SFC modification: “Agreed to apply 
the prohibited-transactions rules con- 
tained in the Treasury substitute only 
to plans covering owners of more than 
50% of the business. The prohibited- 
transactions rules of present law 
would apply to other plans.” 

“13. Other special treatment: Un- 
like H.R. 10, this bill allows the tax 
credit for retirement income to self- 
employed individuals. Self-employed 
individuals would not be eligible for 
the estate and gift-tax exemption, the 
$5,000 death benefit exclusion and 
the $100 a week sick-pay exclusion. 
Corporate owner-employes would be 
eligible for these tax benefits.” (No 
modification by SFC.) 

“14, Effective date: The bill is ef- 
fective for taxable years beginning 
after Dec. 31, 1960, except that exist- 
ing corporate plans will be given two 
additional years in which to conform 
to the new requirements.” 


Three Years Instead of Two 


SFC modification: “With respect 
to existing corporate plans it was 
agreed that they should have a three- 
year period in which to conform to 
the new requirements. As to them, 
the bill would become effective Jan. 
1, 1964.” 

An additional modification was 
added to make it clear that corpora- 
tions that are subject to the state 
banking laws are to be included in 
the definition of “bank” in the bill. 


Midland (Mich.) Agents Elect 

Midland (Mich.) Assn. of Life Un- 
derwriters has elected Robert W. 
Chapman president. Dirk D. DeGeer is 
Vice-president and Kendall W. Chap- 
ble, Mutual Benefit Life, is secretary- 
treasurer. 





LIFE INSURANCE EDITION 


Unusual Policy Written 
On 12 Lives For Stock 
Ownership Situation 


An unusual policy covering 12 
lives has been written by North Amer- 
ican Life of Toronto to cover a stock 
ownership situation in which the own- 
ers desire to insure they will retain 
full ownership within the group. 

The program is an ordinary policy 
for a maximum amount of $2,312,500 
running for a 20-year term. No bene- 
fit will be paid on the first death and 
benefits will be paid for death only if 
another death has taken place during 
the preceding five years. 

The owners felt their remaining 
members would have sufficient liq- 
uid funds at any time to buy out the 
shares of one deceased member but 
might find it difficult to retain con- 
trol within the group if more than one 
member died within a five-year pe- 
riod. Each of four lives is covered for 
$250,000 and each of the other eight 
for $187,500. The insurance on any 
life is sufficient to cover the value of 
stock owned by that life. The policy 
thus limits the maximum call for 





funds for repurchase by the trustee- 
ship to one repurchase in any five- 
year period and provides full cover- 
age for the excess. 

The contract is partially reinsured 
and is written on a single premium 
basis with a single premium under 
$60,000. 


Texas HO Underwriters 


Choose Soelter President 

David W. Soelter, Mercantile Secur- 
ity Life, has been elected to head 
Texas Home Office Life Underwriters 
Assn. He succeeds Wade Payne, Prae- 
torian Mutual Life. 

New vice-presidents are Truman C. 
Ragsdale, Great National; Budd L. 
Wolfe, Texas Life; and J. J. Canty, 
Southland Life. Grace Futrell, Gibral- 
tar Life, was chosen secretary-treas- 
urer, 


United Benefit Life GAs Elect 

A. W. Heuertz was elected president 
of Southern General Agents Assn. of 
United Benefit Life at the annual 
meeting at Dallas. He is general agent 
at Memphis for Tennessee and has 
been with the company 39 years. 


SUCCESS IS... 


... hats off to the past (to date, we've 
written 81, million success stories) ... coats 
off to the future (looks like we'll make the 


“Best-Seller” list again this year). 


THE 
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Columbian National To 
Become Hartford Life, 
Identifies With Parent 


The corporate title of Columbian Na- 
tional Life, the affiliate of Hartford 
Fire group, will be changed to Hart- 
ford Life Ins. Co. on June 27, Hart- 
ford Fire’s 150th anniversary. The 
change will identify the life company 
more closely with the parent organiza- 
tion. 

Columbian National has been a 
member of the Hartford group for 
more than a year. 


Newly Formed A&S Insurer 


In N. C. Begins Operations 

Mid-South Insurance Co. of Fay- 
etteville, N.C., has opened for business. 
Robert J. Powell, who heads the in- 
vestment brokerage firm that handled 
the insurer’s stock sale, presented a 
check for more than $200,000 to Wal- 
ter Clark, Mid-South president, and 
the directors authorized him to open 
bank accounts and to take the neces- 
sary steps for issuing the company’s 
first A&S policies. 
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on which Ideal National completed 
a merger with Pacific Western Life 
and became the surviving company. 


Provident Life & Accident 


W. M. Paris has been appointed 
assistant vice-president, group depart- 
ment. He has been a vice-president 
of General American Life. 


Home Office Changes 


International Assn. of A&H Under- 
writers and later was with Mutual of 
New York. 


Ideal National, Salt Lake 


William I. Spere, for 14 years with 
Pacific National Life of San Fran- 
cisco, has been appointed vice-presi- 
dent and director of agencies. He took 
over the job on June 1, the same date 


a8 STRIKE IT RICH! 


You can “Roll a Strike’’ every time with Columbus 
Mutual’s Agent's Contract, Induction Program, 
and Sales Packages—because your agents make 
money and you make money with: 


Penn Mutual Life 
P. L. Douglas has been elected a 
trustee. He is executive vice-presi- 
dent of Otis Elevator Co. 
Metropolitan Life 
J. H. Kavanagh, Chicago regional 
manager of group operations, has been 
appointed group field executive to suc- 
ceed the late J. H. Jones. Mr. Kav- 


Surety Life, Salt Lake 
Wesley J. A. Jones has been appoint- 
ed vice-president in charge of sales. 
He was formerly managing director of 













hon Commissions on Leading Par and Non-par Policy Contracts. 
Vested Renewals. 

dist. Lifetime Compensation in Service Fees. 
Non-Contributory Pension Plan. 

| Free Group Life Insurance. 

4 New Induction Program — completely flexible for 

new agents, established producers, and brokers alike. 
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Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
* premium payment plans. 
>» 


FOR YOU 


Well-balanced General 
Agent's Contract 
providing liberal 
everwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 







49° 
MUTUAL'S 
Agent’s Contract 


Induction Program 
Sales Packages 


AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 
Washington, D.C., and West Virginia. 
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Connecticut Mutual Life 


D. Ross Osbon, 
assistant suoveri, 
tendent of age, 
cies, has been pry 
moted to superiy 
tendent of age, 
cies. He has beg 
an agency assig, 
ant and bef 
that a Connectigy 
Mutual agent 4 
New York. He, 
educational chaj. 
man of the Hartford CLU chapter, 





D. Ross Osborn 


Equitable Society 

Ogden Johnson, vice-president, hx 
been named officer in charge of th; 
city mortgage department, to sy. 
ceed Glenn McHugh, who has retired, 


Standard Of Oregon 


J. R. Sullivan has been appoint, 
to the newly established position ¢ 
internal auditor. He was auditor ¢ 
U. S. General Accounting Office. 


Life Of Georgia 


L. J. Stulce, assistant actuary, ha 
been appointed associate actuary. 
is a fellow of Society of Actuaries. 


AMERICAN TRAVELERS _ iy 
elected Maj. Gen. R. P. Cousin 
USAF (Ret.), resident vice-presiden 
of the western division at Los Ang 
eles and a director. He has been vice. 
president and secretary of Founde; 
Ins. Co. 





Manhattan Life Producers 
Exceed April, President's 
Month, Sales Goal By 57% 


Manhattan Life’s ordinary sales du- 
ing April, president’s month, totale 
$37,702,181, exceeding the sales can- 
paign quota by 57%. With group lif 
included, total sales for the month 
were $47,225,681, a record. 

Individual campaign leaders wer 
Morris Shapiro, New Orleans, ordi 
ary volume; Walter H. Robbins, Nev 
York, ordinary lives; T. E. G. Greer- 
lund and Robert L. Koontz, joint wir- 
ners in pension trust volume, ani 
Basil Anderman, Los Angeles, grow 
life volume. 

Agency leaders were the Gorste 
agency, Los Angeles, ordinary volum 
and lives and group life volume, ani 
the Fuerst agency, Pittsburgh, pensia 
trust volume. Personal productio 
leaders among general agents wet 
Bernard B. Hoffman, Buffalo, ordir- 
ary volume, and Orlando A. Coriti 
New Rochelle, N.Y., ordinary lives. 


Connecticut Mutual Life 


Boosts Non-Medical Limits 


Connecticut Mutual Life has it 
creased its non-medical limits on al 
plans, except term coverage and level 
term riders where a $10,000 non-med- i 
cal limit is effective to age 30. 

On permanent plans without the 
guaranteed insurability rider, nor 
medical limits on coverage that mé 
be purchased in one year has bet 
increased from $15,000 to $25,000 fo 
ages 6-30, and from $10,000 to $15,0ll 
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COLUMBUS MUTUAL 


Life Insurance Company 





for ages 31-35. 


When a guaranteed insurability ride 
is involved, it will be ignored in figut- 
ing non-medical limits at ages below 
20. At ages 21-30 the maximum is $15; 
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Colunibus 16, Ohio 
“rederick E. j President Fred C. Adams, Sup’t. of Agents 


000, and at ages 31-37, $5,000. 
Limits apply to both male and femal 
risks. 
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Changes In The Field 


Mutual Trust Life 


Leslie Knudsen has been appointed 
general agent in Austin, Minn. R. A. 
Simons has been named sales man- 
ager for Duluth, Minn., and Z. E. 
smith Jr. district sales manager 
for south suburban Chicago. Kenneth 
Jeffers will head the district sales 
office in Rochester, Minn. 


Lincoln National 
c. A. Burnette Jr. has been 
named to head a new agency at Knox- 
ville, Tenn., and W. D. Henry becomes 
general agent at Springfield, Il. Mr. 
Henry has been agency supervisor 
there. 


Mutual Of New York 


Harvey Polskin hasbeen appointed 
prokerage supervisor at Newark. 
He has been with Equitable Society 
at Union, N.J. 


Union Labor Life 
R. J. Reese, a former agent at San 
Francisco and Los Angeles, has been 
named head of the new agency at 
Minneapolis. 


Colonial Life 
J. H. Skelton has been appointed res- 
ident superintendent at Atlanta, where 
he has been brokerage manager for 
Aetna Life since 1956. 


Life & Casualty 

J. L. Gaddy, district manager at 
Pineville, Ky., has’ been appointed 
district manager at Nashville to suc- 
ceed Robert Reece, who was recently 
named vice-president and manager 
of the Mississippi Valley division. 
Mr. Gaddy has also been district man- 
ager at Hannibal, Mo. 


Guardian Life 

The McDowell, Schouweiler & Guio 
agency has been appointed district 
agency at Reno. S.E. McDowell and 
RL. Schouweiler have had a general 
lines agency there since 1955 and D. 
T. Guio has been with New York 
Life. Mr. Guio is past president of 
Northern Nevada Life Underwriters 
Assn. 


Metropolitan Life 

G. G. MacPherson, assistant 
sales manager in group operations at 
the home office, has been appointed 
Chicago regional manager of group 
operations, to succeed J. H. Kavanagh, 
who has been appointed group field 
executive with headquarters at the 
home office. 


New England Life 
Crawford Nalle, director of the Hays 
agency’s pension office at Los Ang- 
eles, has been named manager of 
agency administration. He is a CLU. 


Prudential 
_D. B. Trone, regional supervisor 
In central Pennsylvania, has been 


appointed district manager at West 
Chester to succeed P. E. Dapp, who 
has retired. Mr. Trone is a CLU. 


Northwestern National 
J. M. Darling, manager at Kansas 


City since 1946, relinquished manager- 
lal responsibilities June 1 to concen- 
trate on personal clientele. Ralph Rem- 
ington, formerly in management train- 
ig as a supervisor in the southwest 
tivision at Dallas, succeeds Mr. Dar- 


At the same time, the St. Joseph 


district agency under Kansas City be- 
came an independent agency. Ted Phil- 
lips, who has headed the district office 
since September, is manager of the 
new St. Joseph agency. 

After joining Northwestern Nat- 
ional at Kansas City in 1935, Mr. 
Darling was appointed district man- 
ager at Columbia, Mo., later that year. 
In 1938, he joined the Minneapolis 
agency, and two years later was nam- 
ed a home office field service repre- 
sentative. 

William L. Archbold and James L. 
Peterson, sales representatives, have 
been named supervisors in the north 
central division. 


United States Life 

Alfredo Cohen has been appointed 
general agent of a new agency at 
Guatemala City, where he has been 
with Pan-American Life. 

G. M. Felten has been appointed 
general agent at Pasadena, Cal. He 
has been manager there for Pacific 
Mutual Life and before that was with 
Equitable of Iowa. 

R. F. Redfield has been appointed 
general agent in Oshkosh. He has been 
with Washington National. 


Standard Of Oregon 


Harold F. Greene has been appoint- 
ed manager at Los Angeles. He has 
been in the life business for 13 years, 
most recently with Pacific Mutual. 


Occidental Of California 


J. A. Richards has been appointed 
assistant brokerage manager at New- 
ark. He is joining Occidental after 
two years with Prudential. 

Jerome Adler has been appointed 
assistant brokerage manager at Cleve- 
land. He has been with Equitable 
Society for two years. 


Southwestern Life 


Seven new appointments have been 
made in the field management staff. 

R. O. Weldon, Austin manager, is 
promoted to regional manager of the 
Waco, Austin and San Antonio terri- 
tories. He will continue to head the 
Austin office. J. N. Wiley Jr., of the 
Beaumont agency is appointed sales 
supervisor for these territories, with 
offices in Austin. 

P. H. Shrader, has been named man- 
ager at Dallas succeeding L. M. Mil- 
ler, who retired after more than 27 
years with Southwestern Life. Mr. 
Shrader has been manager in San 
Antonio since 1954. 

M. D. Crapster, Baton Rouge man- 
ager, becomes manager in San An- 
tonio. Baton Rouge area operations 
will be directed by W. L. Blacklock, 
manager at New Orleans. 

B. C. Ray, assistant manager at 
Fort Worth, is advanced to manager 
of the Denver territory. 

J. D. Musgrove, sales supervisor 
at San Antonio, has been made assist- 
ant manager at Tulsa, and K. C. Pre- 
cise, sales training assistant in home 
office, is appointed sales supervisor at 
Fort Worth. 


J. M. Harding has been appointed 
regional manager in El Paso for PIO- 
NEER AMERICAN of Fort Worth. 
He has been with Metropolitan Life. 
C. H. Reynolds has been appointed 
regional manager in Longview. He 
formerly represented Citizens Stand- 
ard Life. 

















WISCONSIN 
NATIONAL LIFE 
presents 

AN INSURANCE 


Sy 


GUARANTEED ESTATE PLAN 


For Juveniles 











© ONE $50 PREMIUM — pays for $1,000 
life protection to age 23. Issued at ages 
0 through 15. 














@ AUTOMATICALLY INCREASES at age 23 
to $5,000 Life Insurance. Extra-low $75 
Payable 


annual premium guaranteed. 


only to age 65. 


@ INCLUDES 4 GUARANTEED INSURABIL- 
ITY OPTIONS— buy an additional $20,000 
in units of $5,000 each at ages 25, 27, 
29, 31 (at rates then in effect) without 
proof of insurability. 


@ UP TO 2 UNITS AVAILABLE. 


For Complete Details Write 
L. B. VAN TREESE, 

Vice President, 

Director of Agencies 


WISCONSIN NATIONAL LIFE 
INSURANCE COMPANY 


Oshkosh, Wisconsin 




















GENERAL AGENT'S OPPORTUNITIES 


Liberal salary; plus company furnished automobile, 
plus all expenses for 2 years while you are recruiting 
and developing your General Agency in one of the 


following Key Cities: 


Denver, Colorado Arlington, Virginia 


Baltimore, Maryland Pensacola, Florida 


New Orleans, Louisiana Seattle, Washington 


Ages 27-45; college graduate; active church member. 


Write stating qualifications to: 


Ned P. King 

Vice President and Agency Director 
Fidelity Union Life Insurance Company 
P. O. Box 2580 


Dallas, Texas 
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One-Hour House 
Debate Looms On 
NSLI Reopening 


(CONTINUED FROM PAGE 1) 
would see that it got a chance to be 
voted on in the House. 

Just why he gave Sen. Long this as- 
surance is not completely clear but it 
seems likely that he did so in order to 
get Mr. Long to agree not to tack his 
amendment onto a veterans’ pension 
bill that Mr. Teague was especially 
anxious to see enacted. There was 
danger that if the Long amendment 
were added the bill might lose out for 
that reason. 

Consequently, the report is that in 
return for Sen. Long’s consenting to 
withhold his NSLI reopening proposal 
from the pension bill, Rep. Teague 


FteNATIONAL UNDERWRITER 


agreed to seek open discussion of the 
Long amendment on the floor of the 
House the next time it came up. 

Sen. Long and his proposal’s sup- 
porters—notably the American Legion 
—have been busy lining up House 
votes for the amendment. Here is a 
small but significant indication of 
their alertness. The May 28 issue of 
THE NATIONAL UNDERWRITER carried a 
story headed, “Fight to Bar NSLI Re- 
opening Looms as Toughest One Yet.” 
On the first day that the issue could 
have reached any Washington sub- 
scribers, a representative of the Amer- 
ican Legion ordered 10 copies of that 
issue, to be sent to legion headquar- 
ters in Washington. 


Fear Proponent’s Potency 


The amendment provides for only a 
one-year reopening of the sale of 
NSLI but the political potency of its 
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Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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ACTUARIAL OPPORTUNITY 


Well established, fast growing Eastern Company writing ordinary only, seeks young 
man or woman to head Actuarial Staff. Need not be Associate or Fellow but study- 
ing for these designations. This is a most unusual opportunity with unlimited possi- 
bilities for future personal growth. Salary to be commensurate with experience. 
Write Box S-2, c/o National Underwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 














Blvd., Chicago 4, Ill. 


GROUP REPRESENTATIVE—HOME OFFICE CALIFORNIA COMPANY 


Position opening for man with minimum three years experience servicing A & S and Life producers. 
Prefer man currently employed, age 25-45. Send complete resume, salary requirements, recent 
photo. Replies will be held confidential. Write Box S-4, c/o National Underwriter, 175 W. Jackson 








PROVIDENCE AGENCY 
OPPORTUNITY 


. for qualified man with supervisory ex- 
perience to manage established Life agency of 
large, progressive eastern company. Includes 
ail lines of Life, Accident and Health, Group 
coverage. Unusual financing plan and training 
program for agents. If you have field super- 
visory experience and believe you are ready 
for your own agency, write giving complete 
resume of your background. Your reply will be 
kept in strict confidence. Reply to Box P-74, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ACCIDENT and SICKNESS 
AGENCY SUPERINTENDENT 


One of the largest writers of accident and sick- 
ness insurance in the midwest, is interested in 
securing a man, age 30 to 45, with ample sales 
and managerial experience to qualify for this 
position. Starting salary a minimum of $9,000 a 
year or up depending upon the applicant's 
ability. All replies will be treated confidentially. 
Write to Box P-49, c/o The National Underwriter 
Co., 175 West Jackson Blvd., Chicago 4, Illinois. 





SALARY TO 
$15,000 

Well-known mutual life insurance company, 
Home Office Chicago, has unusual open- 
ing for agency manager to head a Chi- 
cago area office. Management experience 
desirable. Completely equipped office with 
secretary provided. Salary to $15,000 plus 
commission on personal business. Submit 
complete resume to Box P-94, The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








MANAGEMENT 


Age 38, with over 10 years life exp. as Agent 
and Manager. Good record of ability in re- 
cruiting-training-supervision, and personal pro- 
duction. Desire Midwest location in Manage- 
ment. Address Box S-8, c/o National Under- 
writer 175 W. Jackson Blvd., Chicago 4, Ill. 








HOME OFFICE 
LIFE UNDERWRITER 


Fast growing life insurance company needs 
addition to home office underwriting staff. At 
least one year experience in home office under- 
writing necessary. Excellent opportunity. Send 
personal resume to Personne! Department, P. O. 
Box 2368, Richmond, Virginia. 








AVAILABLE AS REGIONAL OR H.O. SUPT. 
OF AGENCIES..... Age 38, university and 
L.I.A.M.A. graduate. Very successful as agent, 

istant ger and ger of major life 
insurance co. Well versed in life, A&S, group, 
recruiting, selection, training and supervision. 





SUBSTANTIAL FINANCIAL INTERESTS WISH TO 
PURCHASE LIFE INSURANCE CO. CHARTER OR 
MAJORITY INTEREST IN A GOING COMPANY. 
Write Box S-10, c/o National Underwriter, 








PENNA LIMITED LIFE Co. 
$75,000 WILL BUY THIS CHARTER WITH ORIGINAL 
CAPITAL 1) REPLY BOX S-5, c/c National 
Underwriter jackson Blvd., Chicago 4, 
il 








Prefer Southern location. Reply Box $-3, ¢/ i 
Selly om ei nage cette ve 175 W. Jackson Bivd., Chicago 4, Ill. 
FOR SALE ATTENTION A&H SPECIALISTS 


Facilities of large domestic Fire & Casualty 
company desirous of developing business in 
Midwest now available to qualified producers. 
Rate and management opportunities available 
to producers having premium volume in excess 
of $50,000 on Commercial lines. Write Box S-13, 
c/o National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 











proponents makes it likely that once 
the door is open it will be extremely 
difficult and perhaps impossible to 
keep the sale from being extended for 
year after year. 

The position of NALU is that there 
is no reason why veterans with no 
service-connected impairments to 
their insurability should be permitted 
to buy life insurance at subsidized 
rates—any more than there is for giv- 
ing them the right to buy automo- 
biles, refrigerators or motor-boats at 
subsidized prices. 


Name Change For Boston 
Life Insurance & Trust 


Council, Officers Elected 


Members of Boston Life Insurance 
& Trust Council, at the annual meeting 
in the Parker House, adopted new 
articles of association and voted to 
change the council’s name to Boston 
Estate & Business Planning Council. It 
will enroll as members certified public 
accountants and attorneys in addition 
to the present membership of life in- 
surance personnel and trust officers. 

Norman C. Hoffman, assistant vice- 
president of the New England Trust 
Co.,was elected president of the coun- 
cil. Other officers elected were Robert 
B. Whittemore, general agent of Con- 
necticut Mutual Life at Weston, vice- 
president and George S. Lawler, gen- 
eral agent of Acacia Mutual Life at 
Marblehead, treasurer. New members 
of the executive committee are Francis 
E. Howe, assistant trust officer of the 
National Shawmut Bank, and Robert 
E. Lambert, agent of Massachusetts 
Mutual at Abington. 


Six Top Math Students Win 
N.Y.C. Actuaries Awards 


Six high school students in the met- 
ropolitan New York City area have 
received special awards for proficiency 
in mathematics from Actuaries Club 
of New York for having achieved the 
highest scores in their localities in the 
annual mathematics contest sponsored 
nationally by Mathematical Assn. of 
America and Society of Actuaries. 

The special awards, in addition to 
those given in the contest, were won 
by Harry J. Saal, Brooklyn; Peter J. 
Weinberger, Teaneck; Jonathan G. 
Goldstine, the Bronx; Fred J. Mason, 
Atlantic City; Michael D. Green, Law- 
rence, N.Y., and Joan M. Hardy, New 
Rochelle, N.Y. 

Winners were given a slide rule and 
a special commendation from James 
E. Hoskins, Travelers (retired), presi- 
dent of the society. 


5% Stock Dividend To Be 
Paid By Central Standard 


Directors of Central Standard Life 
have declared a semi-annual dividend 
of 5 cents a share and a special divi- 
dend of 5% in stock, both payable July 
1 to stock of record June 20. 


Vaughn Buys Tex. Company 


Control of National Empire Life of 
Dallas has been purchased by Jack C. 
Vaughn, Dallas financier who already 
holds control of two other Texas life 
companies, Spartan National Life and 
Mid-Texas Life. He is also a director 
and stockholder of Lexington of Bos- 
ton, a fire and casualty company. 

Mr. Vaughn has been elected chair- 
man of National Empire Life. Hilton 
Painter, president, and other officers 
will continue in their same capacities. 

Empire National has $14 million in 
force. 
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Health Insurance (Chane 
Needs Are Equal [tat ' 


s lv V 
To Lite, Osler Says [620 411 

(CONTINUED FROM PAGE 1) # 
meet the mortgage payments, to hg 
with you. Don’t bother me.’ ” 

Mr. Osler saw a third need in thy 
of readjustment income to cushig 
the step down from the level of earng 
income to whatever is left of conting, * 
ing income. If there is a need form 
adjustment income because of death} 4 
there is an equal need for it becaug 
of disability. 

Income, he said, must also be pm 
vided for the family period, becaug r 
the monthly rent and light bills mug 
be paid by the family whether th v 
former breadwinner is in the gray 
or a wheelchair. 

Mr. Osler observed that it is easie 
to find a “psychological out” whe 
the life agent is talking about the fa 
of the family left without adequa, 
income when the husband dies. 
can subconsciously think, “But if 
things do happen, at least I won't 
here to see them.” { 

However, he said, “If I don’t 
but can’t work, I'll be right there 
ing it all. I’ll watch my house 
sold...I’ll be there when the 
worker comes to see if the kids @ 
qualified for Aid to Dependent Chil. 
ren.” 

After the children are grown, th 
widow still needs an income—eya| 4vgh & 
the widow of an economically dealt Lifeco — 
man, he reminded his listeners. tirector of 

Conversely, health insurance alon| yr, Wal 
will not satisfy family security thiteco sinc 
quirements, Mr. Osler emphasized—theiife compa 
agent must not forget to accompany i 
with life coverage. 


U.S. Life Politics Class 
Manager oO 


Holds Its Final Meeting —_jipartment 
United States Life has held the finafny’s aviatic 
meeting of its action course in pra-lager at Sp 
tical politics. The course, which begafin Seattle, 
last September, was given to homlion. He jo 
office employes and executive offices} Mr. Robk 
and was conducted on a non-partisajin charge 
basis, following an outline prepardfbusiness de 
by the U.S. Chamber of Commerce. fit was org 
Saul Lesser, United States Life’s aJhe had serv 
sistant general counsel, was toastma-}vice-presid 
ter of the final meeting and introduce feastern sal 
the speakers, among whom were Rjayj-|}resentative 
mond F. Male, commissioner of th§ Mr. Gro; 
New Jersey department of labor anifgroup since 
industry and mayor of Princetoflife sales 1 
David Landau, deputy attorney generd§World Lit 
of New Jersey; Assemblyman EdwifLife, and | 
J. Fehrenbach of Nassau county, NY, 
Add C, 


Kelly 


The two di 
visory hea 
sociated. 

Mr. Wall 




























of the nor 


and C. Bruce Pearsall, attorney ani 
Republican leader of Massapequa, NV. 


Baltimore Life’s Leading 


Agents Meet At New York 


A three-day meeting at New Yor rand Jr 
of President’s and Honor Clubs @ Miss Mild 
Baltimore Life was attended by 2il with the it 
agents, executives and guests. Elected ard of a 
to head the President’s Club was Gef-}.,) aid ass 
ald E. Serfass, York, Pa., who was to Bridges 
producer for 1959. A holiday in Ne¥) wy,’ p,. 
York was part of the leading aget |mberting 
reward for increased production. ional Life « 
ship, his f 
securities le 
stock. Miss 
tipal with 
4 $10,000 
tions are be 
In additi 
i Austin | 
son to liqu 
associations 
Wider con 


George B. Byrnes Honored 


A testimonial dinner was given by 
New England Life at the Algonquil 
Club in Boston in honor of George B. 
Byrnes, who has retired as genefél 
agent at New York. Mr. Byrnes, @ 
former chairman of Million Dollat 
Round Table, will resettle in southem 
California, where he will continue with 
New England Life. 
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hanges In Top 
taff Of Lifeco 


Kelly Waller, vice-president in 
narge of Lifeco of the General Amer- 

= ica group, has 
been made vice- 
president in charge 
of sales. 

Floyd M. Rob- 
bins, vice-presi- 
dent in charge of 
sales and business 
development, has 
been placed in 
charge of business 




























































































































be pn development and 
becaug now devotes pri- 
ills mug mary responsibili- 
ther th] “elly Waller = ty to that field. 


ne gravimne two departments and their super- 

_fisory heads will remain closely as- 
sociated. 

Mr. Waller is succeeded as manager 








own, th 
ne—ever 
lly deailt Lifeco by Hugh Grogan, formerly 
5. director of sales. 

ce alone} Mr, Waller had been in charge of 
urity tllifeco since he began organizing the 
ized—thlife company in 1957.-He had also or- 
mpany itlanized General’s southwest division 
at Dallas in 1954. Earlier he had been 
assistant manager and later manager 
bf the northwest division at Seattle, 
manager of the Seattle metropolitan 
g department, organizer of the compa- 
the find }ny’s aviation department, claims man- 
in prat-fger at Spokane and Denver, adjuster 
ch begafin Seattle, and special agent at Hous- 
to homelion. He joined the company in 1941. 
e offices] Mr. Robbins had been vice-president 
-partisajin charge of the combined sales and 
preparei|business development department since 
merce. fit was organized in 1958. Previously, 
Life’s athe had served as manager and resident 
oastma-|vice-president of the eastern division, 
\troductifeastern sales manager, and sales rep- 
ere Ray-Iresentative at Los Angeles. 

r of thi Mr. Grogan has been with General 
abor anifgroup since 1957. Prior to that he was 
rincetotflife sales manager for Farmers New 
y generliWorld Life, Massachusetts Mutual 
n Edwiflife, and New York Life. 


ity, N.Y, ey 

ney wfadd Criminal Charges 
To Liquidation Suits 
Against The Bridges 


DALLAS—Criminal charges have 
been filed here against W. L. Bridges 
r. and Jr., and their office manager, 
Miss Mildred Bishop, in connection 
with the investigation by the Texas 


Hugh Grogan F. M. Robbins 





ng 
York 


Eel ard of a string of burial and mut- 
ven ual aid associations controlled by the 
was t Ipridges, 

in New 


W. H. Bridges Jr. was charged with 





 agenti embezzling $30,000 from State Nat- 
om. inal Life of Dallas, now in receiver- 
ship, his father with violating state 
ored securities laws by selling unregistered 
iven ¥ stock. Miss Bishop was named co-prin- 
igonquinf'Pal with them and each has posted 
eorge BJ’ 10,000 bond. Still other transac- 
general lions are being investigated. 
yrnes, 3 In addition, suits have been filed 


jar }" Austin by Attorney General Wil- 
souther son to liquidate nine of the Bridges’ 
with |*Sociations that have been operating 
Wder 


1ue 


conservatorships. The _ suits 
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allege insolvency for various invest- 
ments which were non-admitted. The 
enterprises involved are burial assoc- 
iations and local mutual aid organi- 


zations in Dallas, Irving, Marshall, 
Jacksonville, Anson and Waco. 
Mr. Wilson contended that the 


impairment of the associations’ 
mortuary funds “is the result of gross 
over-valuation of mortgage assets, the 
inclusion of worthless debentures and 
the inclusion in the mortuary funds 
of securities that do not exist.” 

The disclosures thus far have 
brought to light a complex plan of op- 
eration of some 40 firms of various 
kinds including some_ corporations 
formed to sell a Dominican Republic 
sex tonic for men. 


Nationwide Enjoined From 


Using Word ‘Securance’ 

Temporary injunction has_ been 
granted to restrain Nationwide Mu- 
tual, Nationwide Life, Nationwide Mu- 
tual Fire, Heritage Securities and Ap- 
proved Finance from using the word 
“Securance.” The suit was filed in 
Sandusky County common pleas court 
at Woodville by L. P. Younker and H. 
L. Howard and Securance Service, 
Woodville. They asked the court to pro- 
tect the mark “securance” they have 
been using in the sale of insurance 
and insurance service since Aug. 1, 
1956. They state the word is a com- 
bination of the words “security” and 
“insurance” and seek the exclusive 
right to continue using it. 


Benevolent Associations 
Enjoined By Mo. Court 


A temporary injunction restraining 
National Benevolent Association and 
Home State Benevolent Association 
from advertising or selling insurance 
has been issued by a St. Louis circuit 
court. Attorney General Dalton of 
Missouri, in an involuntary dissolution 
suit, has charged the benevolent asso- 
ciations with unlawfully selling A&sS. 


Republic National Lowers 


Non-Participating Rates 
Republic National is decreasing rates 
on all non-participating coverage. The 
new rates were effective June 1 in 
states where they already have been 
approved, and they will eventually be 
extended to all other states in which 
the company is licensed. The rate 
changes were part of a new company 
rate book and were timed for June to 
coincide with President’s Month. 


New Ohio Warden 


Sheldon L. Greene has been appoint- 
ed warden of the Ohio department. He 
will be in charge of the enforcement 
section. He has been a law clerk for 
the common pleas court of Cuyahoga 
County. 





New Handbook Ready 


For West Virginia 

A new Underwriters Handbook of 
West Virginia has just been pub- 
lished by the National Underwriter 
Company. It provides complete and 
up-to-date information on the agen- 
cies, companies, field men, general 
agents, groups and other organiza- 
tions affiliated with insurance 
throughout the state. Copies of the 
new West Virginia handbook may be 
obtained from the National Under- 
writer Company at 420 East Fourth 
Street, Cincinnati 2, Ohio. Price 
$12.50. 











Indiana A&S Assn. Gets 
Preview Of Legislative 
Commission Proposals 


A preview of recommendations to 
be made by the joint legislative in- 
surance study commission of the In- 
diana general assembly was given at 
the annual convention of Indiana A&S 
Assn. at Indianapolis. The report was 
made by State Sen. J. Russell Town- 
send Jr., chairman of the commission, 
and some of the recommendations 
would effect: 


Establish Small Claims Court 


—A small claims court to act in 
cases in which casualty companies 
refuse to pay because the claim is: too 
small to justify the cost of suit. If 
such a court cannot be established for 
constitutional reasons, legislation 
will be sought requiring the insurance 
department to keep an accurate rec- 
ord on all Indiana companies and es- 
tablish a demerit system which would 
automatically place a company under 
departmental suspension if claim ex- 
perience discloses unfavorable prac- 
tices. 

—A requirement that no new com- 
pany can be organized unless it is 
operated by “competent and trained 
insurance personnel.” 

—Legislation clarifying the appli- 
cation of the $50,000 surplus minimum 
to companies formed prior to the pass- 
age of the minimum law in the last 
session. The law allows the commis- 
sioner to step in when a company’s 
surplus drops below $50,000. 


Include Nursing Home Care 


—Provision requiring hospitaliza- 
tion policies to provide for benefits for 
nursing home care as well as for hos- 
pitalization. 

—A bill strengthening the insur- 
ance law to make sure the agent is 
not excluded in group cases “in the 
pell-mell rush to put volume on com- 
pany books.” 

—Placing credit insurance in the 
hands of the insurance department. 

—Possible departmentalization of 
the insurance department by lines, 
with a deputy commissioner in charge 
of each department. 

Carl Ernst, director of A & S sales 
North American L.&C., offered a 
wealth of sales ideas. He urged com- 
plete abolition of the word “policy” 
from selling vocabularies, substituting 
“money” in its place. He pointed to 
the far greater popularity of TV over 
radio as proof-positive of the need for 
visual selling. Dramatizing the 
cost of sickness and death, he noted 
that the majority of undertakers and 
physicians drive Cadillacs. He empha- 
sized the cost of illness, observing 
that “the only difference between them 
is that the physician has to decide each 
morning whether to use a pink or 
white Cadillac.” 


Life Technique Won’t Work 


Mr. Ernst warned that the life in- 
surance sales technique of starting 
with a substantial proposal and re- 
ducing it if the prospect objects will 
not work in selling health insurance. “I 
don’t know why,” he said, “but with 
health insurance, it is better to start 
low and work up. Health insurance 
prospects simply will not buy ‘half a 
program.’ ” 

W. Harold Petersen, Underwriters 
National, was elected president of the 
association, succeeding Earl Frei, Mu- 
tual of New York. New regional vice- 
presidents are John Morris, Morris 
agency, Fort Wayne; Joseph Pike, 
Prudential, Evansville; Weymouth Fo- 
gelburg, Indianapolis Life, Indianap- 
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Nationwide Corp. Forms 
Subsidiary For Pension, 
Profit-Sharing Service 


National Services has been formed 
as a subsidiary of Nationwide Corp. 
to provide administrative and product 
development services on pensions and 
profit-sharing plans. It will serve Na- 
tionwide Life, Heritage Securities, and 
other companies, consultants, brokers 
and dealers in the pension field. Op- 
erations will begin July 1. 

Harry Satchwell group underwrit- 
ing manager of Nationwide, will direct 
the new company as vice-president and 
manager. Donald Lewis, group pen- 
sion underwriter, and Murray Chilton, 
group pension administrator, have 
been named as assistant secretaries of 
National Services. 


Vote Life Of The South, 


Kentucky Central Merger 

The directors of Life of the South 
of Charlotte, N.C., have voted to merge 
with Kentucky Central L.&A., with 
Kentucky Central as the surviving 
company. The decision is subject to 
approval by both companies’ stock- 
holders and the commissioners of the 
two states. 

The merger, if approved, would be 
accomplished through a one-for-one 
stock exchange. 

Life of the South, formed in 1959, 
has assets of just over $1 million. Ken- 
tucky Central has assets of $24.8 mil- 
lion and $165 million of life in force. 
Life of the South has 110,000 shares 
outstanding and Kentucky Central, 
1 million. 


Pacific Northwest General 


Agents Elect Bertram 


Clifford Bertram, Mutual Benefit 
Life, Seattle, was elected president of 
International General Agents & Man- 
agers Assn. of the Pacific Northwest 
Area at the annual convention in 
Spokane. 

Other officers are: Duncan J. Da- 
vidson, Metropolitan; Victoria, B.C., 
first vice-president; Delbert W. Dris- 
kell, Prudential, Tacoma, second vice- 
president; Gordon Henderson, National 
Life of Canada, Vancouver, secretary, 
and George F. Johnson, Acacia Mu- 
tual, Portland, treasurer. 


Nw Nat'l Offers Triple Indemnity 

A triple accidental death benefit is 
being offered by Northwestern Na- 
tional Life. The new rider provides for 
payment of $2,000 in addition to each 
$1,000 of the base policy for accidental 
death occurring prior to age 65 for 
either occupational or non-occupa- 
tional accidental death. Issue limits 
are $50,000 from ages 15 through 24, 
and $75,000 from ages 25 through 55. 
Total participation in all companies 
generally will be limited to $100,000. 





olis; and H. C. Overgaard, Woodmen 
A.&L., South Bend. Mrs. Mildred 
Saunders, North American L., A.&H., 
and Paul Hill, R&R Service, were re- 
elected treasurer and secretary, re- 
spectively. 

The Indianapolis association, whose 
annual business meeting preceded the 
state convention, elected Leo Costin, 
All American L.&C. president and 
Paul Hill, R&R Service, president- 
elect. Vice-presidents are Richard 
Stump, Associates Life, and Earl Mul- 
cahy, Hoosier Casualty. Robert Don- 
ley, Insurance Salesman, is secretary 
and Mrs. Alice Spanagel, North Amer- 
ican L., A.&H., is treasurer. 
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Some problems, like this one 


3x 10+2=32 
are easy to solve. 
Others, like this 


A=K-+ © x (CK) 


present considerable difficulty because their solution re- 
quires specialized knowledge. 

When a knowledge of the trade union market would 
help solve your underwriting problems call on the Company 
backed by 32 years of successful experience in underwriting 
Group Life and all forms of Accident and Sickness insurance 


for welfare funds and local unions. 


THE UNION LABOR LIFE INSURANCE COMPANY 


HOME OFFICE 
New York 21. N. Y. 


EDMUND P. TOBIN 


President 


200 East 70th St. 
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Text Of Tax Exemption Reversal Given 


(CONTINUED FROM PAGE 2) 

in kind or degree where the taxpayer 
submitted his own application than 
where he submitted the application 
of another. In each situation there 
was the same obligation of the com- 
pany, the obligation to pay a commis- 
sion for the production of business 
measured by a percentage of the pre- 
miums. In each situation the result 
was the same to the taxpayer. 


No Discounts Allowed 


The taxpayer obtained insurance 
which the companies were prohibi- 
ted by law from selling to him at any 
discount. 14 Vernon’s Tex. Civ. Stat. 
Art. 21.21. It cannot be said that the 
insurance had a value less than the 
amount of the premiums. It must then 
be said that a benefit inured to the 
taxpayer to the extent of his com- 
missions. The benefit is neither dim- 
inished nor eliminated by referring, 
as does the tax court, to the word 
“commission” as a verbal trap. The 
commissions were, we conclude, com- 
pensation for services and as such 
were income within the meaning of 
26 U.S.C.A. (IRC 1954) section 61 (a) 


(1). 
While, as we have tried to indicate, 
the commissioner’s contention is 


sound in principle, it is also to be sup- 
ported by the longstanding adminis- 
trative rulings which are to be given 
great weight. Lykes vs United States, 
343 U.S. 118.72 S. Ct. 585, 96 L. Ed. 
791; Helvering vs R. J. Reynolds To- 
bacco Co., 306 U.S. 110.59 S. Ct. 423, 
83 L. Ed. 536; Massachusetts Mutual 
Life Ins. Co. vs United States, 288 U.S. 
269, 53 S. Ct. 337, 77 L. Ed. 739. 


Effect Not Lessened 


The weight so given is not, in our 
opinion, lightened by the conclusion 
in the general counsel’s memorandum, 
G.C.M. 10486, that there was an em- 
ployer-employe relationship existing, 
and the stress there placed upon such 
relationship, although we think the 
ruling is applicable as well to inde- 
pendent contractors and others as 
to those in a technical common law 
master-and-servant category. 

The commissioner’s position is sus- 
tained by precedent as well as upon 
principle and by administrative rul- 
ing. A case such as that before us has 
recently been decided by the third 
circuit with the result that commis- 
sions on insurance paid with respect 
to policies of the agent were held to 
be income taxable to him. Ostheimer 
vs United States, 3rd Cir. 1959. 264 F. 
2d 789. We are in accord with that 
court’s conclusions that the agent did 
not receive a bargain purchase and 
that the commissions were neither 
discounts nor rebates. 

It is argued that the doctrine urged 
by the commissioner represents an 
unprecedented extension of the con- 
cept of income as is found in Eisner 
vs Macomber, 252 U.S. 189. 40 S Ct. 
189, 64 L. Ed. 521. There taxable in- 
come was characterized as “the gain 
derived from capital, from labor, or 
from both combined.” 

We cannot see that our decision in 
any way expands the Eisner vs Mac- 
omber principle. On the contrary we 
think our determination is within it. 
But if the Eisner vs Macomber state- 
ment is regarded as a deterrent to the 
decision we have reached, we are 
taken from under its interdict by a 
later case from the Supreme Court 
where it is said that the phrase in 
Eisner vs Macomber “was not meant 


gross income questions.” Commission. 
er vs Glenshaw Glass Co., 348 US, 
426, 75 Ct. 483, 99 L. Ed. 483. See Com. 
missioner vs LoBue, 351 U.S. 243, 76 
S. Ct. 800, 100 L. E.d. 1142. 

It follows that the decision 0! the 
tax court must be and is hereby re. 
versed. 


‘Except as otherwise provided . .. if prop. 
erty is transferred by an employer to an em. 
ploye for an amount less than its fair market 
value, regardless of whether the transfer is jn 
the form of a sale or exchange, the difference 
between the amount paid for the property ang 
the amount of its fair market value at the time 
of the transfer is compensat-on and shall be 
included in the gross income of the employe, 

“Information is requested relative to the 
basis on which a ruling relating to insurance 
commissions was made. 

“The particular ruling which is one of sever. 
al rulings contained in Treasury Decision 2137, 
reads as follows: 

** ‘Commissions retained by agent on his own 
life insurance policy: A commission retained by 
a life insurance agent on his own life insurance 
policy is held to be income accruing to the 
agent, and should be included in his return of 
income for the assessment of the income tax,’ 

“If a life insurance company reduces the 
standard charge of an insurance policy to a 
purchaser and the relationship of employer and 
employe does not exist, the amount by which 
the policy is reduced cannot be considered 
income at the time of purchase for the reason 
that it is not ‘gain derived from ‘capital, from 
labor, or from both combined,’ nor ‘profit 
gained through a sale or conversion of captial 
assets’ within the meaning of the definition of 
income as stated in Eisner vs Macomber (252 
U.S.189, T.D. 3010. C.B. 3.25). The Board of Tax 
Appeals has held that the purchase of property 
at a bargain price does not result in taxable 
income where the sale is consummated by two 
persons dealing at arms’ length. (See appeal of 
Manomet Cranberry Co. 1 B.T.A., 706. CB, 
1V-1. 3.) 

“The reason that the commission allowed an 
insurance agent on a policy taken out on his 
own life is considered income is that the 
relationship of employer and employe exists 
between the insurance company and the agent, 
and inasmuch as the insurance company is 
under contract to pay the agent commissions 
on all policies of insurance secured by him, no 
distinction can logically be made _ between 
a commission paid to the agent on account of 
a policy written on his own life and a commis- 
sion paid to the agent on account of a policy 
written on the life of someone else. 

“The commission is paid to the agent as 
compensation for services rendered as an em- 
ploye, i.e., on account of business obtained, 
regardless of whose life is insured, and is 
‘gain derived from labor,’ and therefore tax- 
able income. Furthermore, it is immaterial 
whether the agent remits to the company the 
standard charge for such insurance (namely, 
the amount that would be charged any other 
person under like conditions) and receives a 
check for his commission, or whether he re- 
mits to the company the standard charge minus 
his commission. The net result is the same. The 
agent receives taxable income to the extent of 
the commission, either actually or construct- 
ively. It follows that the amount of commission 
paid by the insurance company should be re- 
ported by the insurance agent.’’ G.C.M. 10486, 
XI-1 C.B. 14. 


Group Annuity Rates For 
New Business Are Being 
Improved By State Mutual 


State Mutual Life has made several 
improvements in group annuity rates 
for new business. 

Deposit administration annuity 
plans currently have 4% annuity pur- 
chase rates coupled with 4% minimum 
interest guarantees on deposit admin- 
istration fund balances and lower re- 
newal policy charges. Deferred an- 
nuity plans have 358% rates and low- 
er policy charges. 

Also, State Mutual plans to convert 
existing annuity business to the new 
rate basis. Cases with favorable ex- 
perience will be considered for con- 
version to the new rates on their next 
policy anniversaries. 


Minneapolis A&H Men 


Name Nielsen President 


Corbett A. Nielsen, Time of Milwau- 
kee, has been elected president of 
Minneapolis Assn. of A&H Undet-— 
writers. John H. Ederer, Marsh & Mec-— 
Lennan, and Carl T. Gustafson, North | 
American Life & Casualty, were elect- | 
ed vice-presidents, and Orlie Long Jt. 


to provide a touchstone to all future Occidental Life, secretary-treasurer. 


June 13, 
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(CONTINUED FROM PAGE 6) 
paid and adjustments in renewal cases. 
One computer program can be used 
for all groups covered by the company 
and the basic input for each group 
would consist of some 20 items of 
information. 


What Goes In 


The factors that must be considered 
ina group experience analysis usually 
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involve premiums, commissions, 
Jams, expenses, in-force totals, and 
reserves. As respects premiums, for 
nstance, the input to the computer 
vould consist of current and cumula- 
ive-to-date premiums, retroactive 
remium charges and credits, un- 
bared premiums, and due and unpaid 
premiums. 

Claim information would consist of 
‘aims paid to date, incurred unpaid 
Haims, incurred but not reported 
‘aims, and pending claims. 
Commission data would include cur- 
rent and accumulated commissions to 
ate, due and unpaid, and commission 
djustments. All pertinent expenses, 
uch as taxes, service fees and the like, 
ould be included, plus in-force totals 
d reserves obtained from in-force 
ecords. 

“It is valuable to point out here 
at much of this input information 
kan be derived directly from the com- 
hany’s data processing system,” said 
E: Furth. “As an example, the premi- 





s paid to date, the claims paid and 
tommissions paid are usually summary 
otals carried on magnetic tape or 
hes cards of the data processing 
system. Thus, work involved in group 
xperience analysis can be carried 
ber using information provided by 
ne data processing system to an- 
ther.” 


tores Constant Factors 


In addition to variable information, 
e 1620’s storage is loaded with cer- 
in constant factors, such as standard 
remiums, standard claims and other 
factors pertaining to a group policy. 
. both constant and variable data 
the computer’s “memory,” the 1620 
tan come up with a series of evalua- 
lions that serve in many areas of pol- 
iy management. 
| One result, for example, could be a 
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IBM engineer adjusts paper tape that feeds data to the company’s new 1620 
electronic data processing system at the rate of 150 characters a second. 


Desk-Size Computer Needs No Programers 


re-rating of a policy based on actual 
claims compared with standard claims. 
Another benefit would be statistical 
breakdowns of policies by occupation, 
salary, class, location and other fac- 
tors. The computer could also be used 
for rapid and accurate re-evaluation 
of a policy in the event an insured 
company merged with another or sud- 
denly took on or lost a large number 
of personnel. 


Results Given Two Ways 


In dividend calculations, the ma- 
chine could assimilate all the pertin- 
ent factors and come out with the 
information needed to authorize divi- 
dends. 

The computer’s output is obtained 
on punched paper tape or on a built-in 
electric typewriter. For dividend cal- 
culations, for example, the typewriter 
would be used to print the premium, 
the previous year’s claim reserve, the 
current claim reserve, and incurred 
and paid claim information. 

During the same run, the premium, 
paid claims, incurred claims and first- 
year premium information would also 
be punched into paper tape. The paper 
tape, in turn, could be used later for 
preparation of a dividend authoriza- 
tion report showing premium, incurred 
claims for the last month and the last 
12 months (separated by life and 
A&S), and cumulative totals since the 
policy’s inception. 

Mr. Furth told of a major insurer 
that recently figured out how much it 
would save through a compact ma- 
chine in the actuarial department. The 
company estimated that under manual 
methods a complete formula analysis 
required at least 250 hours a month 
to prepare and check, at a clerical cost 
of about $700, including fringe bene- 
fits. 


Would Save $560 A Month 


However, by using the 1620, only 50 
clerical hours a month would be re- 
quired, saving about $560. Further pro- 
jections showed that savings in this 
area alone accounted for 30% of the 
total monthly rental charge for the 
computer. 

For dividend calculations, the same 
company found that use of the com- 
pact computer would mean cutting by 
two-thirds the time needed for cal- 
culating dividends under a simplified 
dividend formula. Moreover, the ac- 
cumulation of data on punched paper 
tape and the automatic transcription 
of information to be included in the 
dividend authorization reports would 
represent another 114 man-hours sav- 
ing. Together, the two dividend cal- 
culation functions would account for a 
saving of 181 man hours every month. 

“Just the saving in time represented 
by the computer justifies the use of 


the machine in an actuarial depart- 
ment,” said Mr. Furth. “But this might 
be called minimum justification, sim- 
ply because the machine can provide 
so many more valuable benefits in 
other areas of insurance work. 

“In calculation of annuity values, for 
instance, certain constants, such as the 
effective date, minimum retirement 
age, benefits, and tables such as com- 
mutation functions (male-female), are 
fed into the machine along with the 
month and year of birth, the year of 
employment, wages, and sex, for each 
life. 


Printed Out In Minutes 


“With all this information contained 
in the computer’s storage, the calcula- 
tion of annuity values on a projected 
mortality table becomes a highly ac- 
curate, rapid and automatic procedure. 
In a matter of minutes the detailed 
table can be printed out without the 
need for tedious manual calculation 
or extensive posting onto long charts. 

“In addition, the computer tremen- 
dously simplifies the production of 
annual statements and calculation of 
various income tax effects, often re- 
quired of a pension department. These 
jobs, too, are extremely tedious when 
performed manually but become al- 
most totally automatic when assigned 
to the 1620. Also, the computer gives 
the ability to go into proposal work 
and evaluation of tax effects with much 
greater depth and scope.” 


Berkshire Life Is Host To 
Joint Meeting Of Boston, 
Hartford Actuaries Clubs 


More than 150 members of Actuaries 
Clubs of Boston and Hartford were 
guests at the home office of Berkshire 
Life in Pittsfield, Mass., for the 12th 
joint meeting of the clubs. 

The opening session, which had as 
chairman, Arthur G. Weaver, John 
Hancock, concentrated on the group 
side of the business, and included dis- 
cussion of changes in benefits and 
claim procedures that have improved 
the claim experience for group major 
medical and comprehensive medical 
expense plans, the outlook for improv- 
ing the competitive position of compa- 
nies in the retirement plan field and 
popular methods and tax implications 
of prefunding pensioner benefits. 

John H. Miller, Monarch Life, was 
chairman of the second session, which 
covered the importance of the actu- 
ary’s role in his company’s public re- 
lations activities, the 1958 CSO table 
and life insurance as an investment. 

Elgin R. Batho, Berkshire Life, as 
honorary chairman of the meeting, 
presided at the dinner, at which James 
E. Hoskins, Travelers (retired), pres- 
ident of Society of Actuaries, was the 
speaker. 


Milwaukee A&H Assn. 


Renamed, Dunn Reelected 


Edward L. Dunn, president of Mil- 
waukee A&H Underwriters Assn., has 
been reelected at the annual dinner 
along with several other officers. They 
are John W. Vettel, Metropolitan Life, 
executive vice-president; Leo E. Pack- 
ard, recording secretary; Robert F. 
Stafford, treasurer, and Leroy Voss, 
Catholic Family Life, chairman. 

Newly elected officers are R. J. Fin- 
negan, Wisconsin Casualty Assn., vice- 
president, and Donald Morrissey, 
America Fore Loyalty group, secre- 
tary. 

Members voted to rename the or- 
ganization Health Insurance Under- 
writers of Milwaukee. 
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Variable Annuity Has 
Agency For W. Va. 


Ratcliffe & Co. general agency of 
Beckley has been named general 
agent in West Virginia for Variable 
Annuity Life. A separate, $100,000 cor- 
poration has been set up to handle the 
business. Incorporators are Edwin Rat- 
cliffe, Robert P. McLean, William R. 
Sigmund, and Meredith Trent, all con- 
nected with the Beckley agency. Mr. 
Ratcliffe is past president of West 
Virginia Assn. of Insurance Agents. 

The prospectus of Variable Annuity 
Life has been approved by Securities 
& Exchange Commission. Ratcliffe & 
Co. plans to have approximately 100 
representatives in the important busi- 
ness centers of the state. 


Kalamazoo Agents Elect 


Kalamazoo Assn. of Life Under- 
writers has elected Don F. De Rosa, 
John Hancock, president, succeeding 
E. F. Gonsalves. Other officers are: 
Edmund Arey, Equitable Society, vice- 
president; Arthur M. Wendt, secre- 
tary, and Lawrence A. Field, New 
England Life, treasurer. 
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BOWLES, ANDREWS & TOWNE, Inc. 
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Haight, Davis & Haight, Inc. 
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Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 
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E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 
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Accountants 


Bourse Building 
Phila. 6, Penna. 
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Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 








HARRY S. TRESSEL & ASSOCIATES 
Consulting Actuaries 
Insurance—Pensions 

10 South La Salle Street 
Chicago 3, Illinois 
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THE NYLIC 
AGENT... 


Thorough career 


another reason why... 


BEHIND 






A continuous 
training program 

to keep advancing 
his career! 
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The day a person qualifies as a Field Underwriter with New York Life, his training begins. 
Through regular classes, home study, and personal consultations with management, he covers 
all the specially prepared texts in the three-part Nylic Training Course. 


Part One covers insurance fundamentals and basic Nylic selling techniques, single-need selling, 
merchandising insurance, selling through service, total-need selling, expanding markets, and 
marketing mass coverages. Part Two covers programming with planned security. 

Part Three covers Business Insurance topics such as: reaching the businessman; solving sole 
proprietor, partnership, corporation and key-man problems. This part also explores Estate 
Conservation; selling the estate owner, tax procedures and guides. 


Career conferences, advanced underwriting seminars, workshops, and club meetings supplement 
this training and provide a way to continuously increase the agent’s know-how and advance 
his career. Also, the Nylic Agent who desires to enroll in C.L.U. study courses receives full 
assistance from the Company. 


This continuous training, combined with his enthusiasm and ability, helps explain why the 
Nylic Agent is so successful—and why New York Life policies are so widely owned. 


New York Life 


Insurance @y4# Company 
51 Madison Avenue, New York 10, N.Y. 
A MUTUAL COMPANY FOUNDED IN 1845 








THE NEW YORK LIFE AGENT 
IN YOUR COMMUNITY BE 
1S A GOOD MAN TO KNOW 


training is 
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